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Minn. Agents Score $150 Million Donna Charitable Immunity, Marine Insurers In 


‘Super Market’ And 
Mail Order Selling 


Would Downgrade Insurance, 
Minneapolis Annual Told; 
G. L. Hewitt New President 


MINNEAPOLIS—Mail order and 
“super market” insurance received ma- 
jor attention at the annual conven- 
tion here of Minnesota Assn. of Inde- 
pendent Insurance Agents. While not 
the best-attended meeting the asso- 





J. L. Hewett Carl H. Johnson 


ciation has held—registration was 
about 300—it was one of the most dy- 
namic, and it held the interest of 
agents right down to the closing gavel. 

Gordon L. Hewitt of Dorset (popula- 
tion 40) was elected president, suc- 
ceeding Carl H. Johnson, Minneapolis. 
Mr. Hewitt is the son of Colby R. 
Hewitt, president in 1949, and a cou- 
sin of M. A. Hewitt, executive secre- 
tary and treasurer of the association. 
New vice-president is Merald T. Ens- 
tad, Fergus Falls, and Roger Hennessy, 
Excelsior, and James Fisher, Duluth, 
were elected directors. 

“Super market selling” of insurance 
policies is a trend that, if permitted to 
continue, could downgrade the entire 
field of insurance, Carl H. Johnson, 

(CONTINUED ON PAGE 25) 


Two Plane Mishaps 
Cost $2,425,000 


The American Airlines Lockheed jet 
prop Electra which crashed and 
burned landing at La Guardia Airport, 
New York, was insured in Associated 
Aviation Underwriters. The hull was 
valued at approximately $2,125,000. 
Associated also insured a Braniff Air- 
lines DC-7C which was damaged dur- 
ing repairs at Dallas. The loss was 
estimated at $300,000. 

The Electra was landing at La 
Guardia on a flight from Boston when 
the plane, apparently caught in a 
downdraft, struck a dike and over- 
turned near the runway. All 76 per- 
sons on board escaped alive. The cause 
of the crash reportedly was unrelated 
to the structural problems which have 
led Lockheed to undertake a $25 mil- 
lion strengthening job on the 130 
Electras now in use. 

The Braniff plane was undergoing 
repairs at Dallas when it went out of 
control on the ground and crashed into 
a hangar. The nose section, two engines 
and two propellors were damaged. 








Well Spread Over 
Entire Industry 


The estimate of $150 million insur- 
ance loss from Hurricane Donna con- 
tinues to stand up as the losses come 
in. The number of losses may go Over 
500,000 because of the very great 
many automobile, mobile home, and 
boat losses all along the course of the 
storm from the southern end of Flo- 
rida to the northern tip of Maine. 

Hurricane Ethel, which blew up in 
the Gulf of Mexico, struck a cold front 
at sea which reduced her winds to 50 
miles an hour before she went inland 
over the Mississippi and Alabama 
coasts. However, this storm produced 
7,000 losses which will average $200 
apiece and cost the insurers $1.4 mil- 
lion. Hardest hit were the Gulfport 
and Pascagoula, Miss., areas. General 
Adjustment Bureau has opened a 
storm office at Gulfport. 


$25 Million Loss At Fort Myers 


Fort Myers, Fla., according to ad- 
justers, will produce losses totaling 
more than $25 million under EC and 
auto PHD. Trailer and boat losses will 
add substantially to that total since 
they were heavy in number and dam- 
age. Many trailers, some of them 
worth $10,000 or more, were washed 


out to sea. e 


The damage here and in surround- 
ing towns will run the original esti- 
mate of $10 million for the entire state 
of Florida closer to $71 million. Illus- 
trative of the damage is Lehigh Acres 
near Fort Myers where 110 homes 
lost their roofs. At Immokalee 80% of 
the buildings, home and commercial, 
were damaged. Punta Gorda had 16 
dwellings totally destroyed and 300 
more damaged. At Naples the so-called 
“Millionaire’s Row” of mansions was 

(CONTINUED ON PAGE 32) 





Ohio Fire Prevention 
Assn. Becomes A 
Field Club Committee 


A proposal of Ohio Fire Prevention 
Assn. that it merge into Ohio Capital 
Stock Insurance Assn. was accepted 
by a unanimous vote at the fall meet- 
ing of the field men in Cincinnati. 
There were 75 in attendance. 

The merger follows a recommenda- 
tion of Insurance Information Insti- 
tute that there be only one field or- 
ganization in each of the states in the 
middlewest. Howard Dobbs, Crum & 


Forster, president of the fire preven- * 


tion association, will become chair- 
man of the fire prevention commit- 
tee of Ohio Capital Stock Insurance 
Assn. 

Ohio is the first state to follow the 
III recommendation, but it is expected 
that similar action will be taken 
throughout the territory. 

A report on the midwest field con- 
ference of III was given by Bruce Pat- 
terson, Royal. Walter G. Dithmer, mid- 
west regional director of III, spoke on 
current developments. 


Wrongful Death Acts 
Upset In Michigan 


Michigan supreme court last week 
did away with the charitable immu- 
nity of hospitals and took the ceiling 
off the wrongful death act as applied 
to minors. 

In a 4 to 3 decision in Parker vs Port 
Huron Hospital, the court overturned 
the charitable immunity rule which 
has applied for 66 years. A $20,000 
damage award of the county circuit 
court was upheld and the supreme 
court said “from this day, Sept. 15, 
henceforth, this opinion will apply to 
all future cases of action arising.” 

Parker’s wife was given a mis- 
matching blood transfusion during the 
course of an operation and she died. 
The damage award was made by a 
jury and the trial judge refused to set 
it aside despite the weight of earlier 
supreme court holdings. 

Justice Thomas Kavanagh wrote 
the majority opinion. He said the old 
rule exempting charitable institutions 
from liability for negligence began in 
the days when “charity typically op- 
erated on a small scale. Today, charity 
is big business.” 

Justice L. W. Carr, in a dissenting 
opinion, said such a sweeping change 
in ~:blic policy should come from the 
legislature. 

It is not clear whether the change 
will apply to institutions other than 
hospitals. 

In changing the wrongful death act, 
the court upheld a $14,980 damage 
verdict awarded by a jury in the traf- 
fic death of a 14 year old Boy Scout. 
Circuit court had ordered the verdict 
reduced to $8,480 on the ground that 
it exceeded the recovery limits im- 
posed by the wrongful death act. 

The supreme court said the act was 
“barbarous.” While upholding the 
jury award 5 to 3, the opinion failed 
to set a new loss standard. 

J. Edward Faust Jr., vice-president 
and actuary of Universal Automobile 
of Indianapolis, has become a Fellow 
of Casualty Actuarial Society. 


Open Discussions 
At First U. S. Meet 


L. Rostock-Jensen Again 

President; Problems Are 

Common In Many Countries 
By JOHN N. COSGROVE 


WASHINGTON—A colorful assem- 
blage of visitors from all parts of the 
world, including 
Russia and Iron 
Curtain countries, 
was on hand here 
for the first meet- 
ing in the U. S. of 
International Un- 
ion of Marine In- 
surance. American 
Institute of Marine 
Underwriters was 
a gracious and ef- 
ficient host at this 
meeting which re- 
vealed a new atti- 
tude on the part of marine underwrit- 
ers with respect to open discussion of 
their problems and more flexible rela- 
tions with the press. 

Louis Rostock-Jensen, managing di- 
rector of Baltica of Copenhagen, was 
reelected president of the union. R. A. 
J. Porter of Lloyd’s retired from the 
executive committee after serving six 
years. A. C. Grover of Lloyd’s and 
Karl Friedrich Von Schlayer of Ger- 
many were named to the committee. 

G. W. Hogsflesh, with Commercial 
Union in London, vice-chairman of the 
union who presided at the open coun- 
cil meeting, stressed in his preliminary 
remarks that the meeting was not in- 
tended to reach agreement on rating. 
Decisions on rating must be made 
in each country, he declared, with 
competition as the chief factor. 

Emil O. Kratovil, Carpinter & Baker, 
first vice-president of the American 
Institute, presented the U.S. report on 
hull business in general. He noted that 


underwriting results have been rea- 
(CONTINUED ON PAGE 33) 





L. Rostock-Jensen 








The official family of Michigan Assn. of Insurance Agents elected at the annu- 
al meeting last week in Grand Rapids: From the left, Stuart W. Doty, Grand 
Ledge, vice-president; W. O. Hildebrand, secretary-manager; William T. Dodson, 
Ann Arbor, outgoing president; F. Loren Rogers, Cntonagon, president; Jack 
Butterick, assistant secretary, and Robert S. Latham, Dearborn, treasurer. 

(A report of the convention begins on page 28.) 
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FTC Brief Argues 
Travelers Health 
Appeal Court Plea 


Maintains That A Regulatory 
Law Against Non-Domiciled 
Insurer Is Not Enforceable 


The legislative history of public law 
15 supports a finding that “conduct 
affected by a state regulatory law 
which cannot be effectively enforced” 
is not, therefore, regulation by state 
law within the meaning of the McCar- 
ran act, the Federal Trade Commission 
maintained in its latest brief to the 
U.S. court of appeals at St. Louis. The 
brief was filed to counter arguments 
presented by Travelers Health Assn. 
in its brief recently filed with the 
court, in which Travelers Health asked 
that the FTC cease-and-desist order 
prohibiting the insurer’s advertising in 
non-licensed states to be set aside. 

In March, the U.S. Supreme Court 
vacated an earlier appeals court de- 
cision in FTC vs Travelers Heaith, 
ruling that although Travelers Health’s 
state of domicile, Nebraska, had a law 
on its books which was supposed to 
control its mail order advertising in 
other states, this law did not repre- 
sent regulation in the sense required 
by public law 15, if such activities are 
to be exempt from FTC jurisdiction. 


Case Remanded 


The Supreme Court ordered the case 
remanded to the lower court for 
“further proceedings consistent with 
the view of this decision.” The lower 
court granted Travelers Health per- 
mission to file a brief indicating which 
questions were not resolved by the 
higher court and, therefore, still re- 
main open for consideration. 

In its brief, Travelers Health pointed 
out that the Supreme Court has held 
only that regulation by Nebraska did 
not of itself eliminate FTC jurisdiction 
within the meaning of the McCarran 
act, adding the previously unconsid- 
ered argument that the FTC still lacks 
jurisdiction because of already existing 
regulations over Travelers Health ad- 
vertising by the states into which the 
advertising is being disseminated. 


FTC Answers 


In its answering brief, the FTC 
argued that the laws of states other 
than that of domicile do not within 
the meaning of the act regulate prac- 
tices of a direct-mail insurer which 
sends advertising material into juris- 
dictions in which it is not licensed. 

The FTC brief said even though an 
insurance commissioner of another 
state could obtain a valid cease-and- 
desist order against Travelers Health 
or any other mail order insurer domi- 
ciled in another state, the order could 
not be enforced effectively either in 
Nebraska or the insurer’s state of 
domicile. 


Aug. Fire Losses 
Increased 20.6% 


Fire losses in the U. S. during Au- 
gust amounted to $90,037,000, a 20.6% 
increase over August, 1959, according 
to National Board. The August total 
is up 8.5% over losses in July. 

Losses for the first eight months of 
1960 totaled $'747,006,000, an increase 
of 4.1% over the first eight months of 
1959. 
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Roy L. Davis Dies 

Roy L. Davis, midwest manager of 
Assn. of Casualty & Surety Companies, 
died at Chicago. He was an indefati- 
gable worker for the cause of insur- 
ance, known and liked throughout the 
business. Mr. Davis had experience in 
life insurance selling and with the Il- 
linois department before joining Assn. 
of Casualty & Surety Companies. 

He used his own initiative and en- 
ergy to make his job of “contact” into 
a vital and important function. He 
watched every move of the legislatures 
in his bailwick. When a bill inimical 
to the business popped up he was 
there to present the insurance case, or 
to use the force of logic to have it 
changed into something acceptable. 
During the legislative sessions he was 
on the go constantly, keeping in his 
head the details of what was transpir- 
ing in eight or nine states. 

Mr. Davis thought far ahead of his 
speech. In conversation he was some- 
times almost impossible to follow be- 
cause he attributed to his listener 
knowledge equal to his own. He spoke 
in fragments and misused names and 
idioms in a remarkable way. But his 
friendliness, his obvious penetration of 
a subject overrode this difficulty, if 
such it was. He dealt with every seg- 
ment of the business on the basis that 
each had its merits, although none 
could equal the companies he repre- 
sented. 

About a year ago Mr. Davis suffered 
an illness so serious that three of the 
five doctors on the case gave him up. 
He recovered and returned to work 
almost before he was physically able. 
His interest in his work never dimin- 
ished. 


Until his health forced him to resign, 
(CONTINUED ON PAGE 37) 


Federal Seeks To 
Acquire Gt. Northern 


Federal is negotiating to acquire the 
stock of Great Northern. After paying 
a 10% stock dividend on the 3,087,916 
outstanding shares, Federal will offer 
to exchange one share of its stock for 
each share of Great Northern, which 
has 100,000 shares of $10 par. 

The offer is contingent upon accept- 
ance by holders of at least 85% to 95% 
of Great Northern stock. There are 
fewer than 200 stockholders. 

Great Northern is the old Minneap- 
olis Lloyds. It was converted to a 
stock company in 1952. The company 
is a leading writer of auto in Min- 
nesota and North Dakota. Earned pre- 
miums in 1959 were $4.8 million. 


Guam Plane Insured 
In London Market 


The World Airways four-engine DC- 
6 which crashed at Guam was insured 
in the London market. Depending on 
modifications, the hull was valued at 
$500,000 to $750,000. The plane, on 
charter to Military Air Transport Serv- 
ice (MATS) was en route from For- 
mosa to California. 

Mutual of Omaha handles the group 
travel accident plan of MATS for 
service personnel. 


Minneapolis Agents Elect 


Howard J. Dumphy, Dumphy agen- 
cy, has been elected president of In- 
surance Agents of Greater Minneapo- 
lis. Edgar Sivright, Caswell-Ross agen- 
cy, is vice-president, and Violet Schut- 
ta is secretary-treasurer 
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At Leslie H. Cook, Inc. the pro- 
ducer finds seasoned, capable han- 
dling for important risks. Here he 
is provided with clear-cut advan- 
tages in today’s highly competi- 
tive sales atmosphere . . . resource- 


creative performance that 


justifies the confidence of the 
assured. 

Yes, at Leslie H. Cook, Inc. 
you will discover the strength that 
placement for your important 
-. clients demands. 


leslie H.Cook 


INCORPORATED 


175 WEST JACKSON BOULEVARD + CHICAGO 4-ILLINOIS 


WABASH 2-8783 


36 PEARL STREET+ HARTFORD 3+CONNECTICUT 


CHAPEL 7-2534 


REINSURANCE, Treaty Facultative » SURPLUS LINES, All Forms + EXCESS COVERS 
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CPCUs Told To Seek 
Keener Perception 
Of Insurance Uses 


Research Program Proposed 
At Detroit Annual Seminars; 
McCulley Elected President 





. Sey 


Adoption of a questioning attitude 


towards insurance and its use was rec- 


ommended at the annual seminars of * 


Society of CPCU last week at Detroit. 
This introspection, which would be 
implemented with a long-range re- 


search project, was suggested by John | 


D. Long, associate professor of insur- 
ance of Indiana University, who called 
upon the society to spend a number of 
years, if necessary, seeking a better 
understanding of the business. 

Besides the seminar sessions of the 
week-long meeting, other business 


conducted produced the new presi- | 


dent, Price M. McCulley, Shreveport, 


La., adjuster, who replaced Robert O. | 


Young, North America; conferment of 
the CPCU designation upon 298 can- 
didates, and approval of $20 annual 
dues. 

Mr. Long, who spoke for the special 
research group which was established 
last Septernber, warned that when un- 
derstanding of insurance fails to keep 
pace with its use, insurance is apt to 

(CONTINUED ON PAGE 34) 





New Name, Strong 
Fall Program For 


Cincinnati Board 


CINCINNATI — Cincinnati Under- 
writers Assn. has changed its name to 
Cincinnati Insurance Board, voted to 
incorporate after 122 years as an un- 
incorporated association, and is em- 


barking upon a program of regular . 


monthly meetings and aggressive pub- 
lic relations under the direction of J. 
R. Trainer, president, and L. R. King, 


& who became secretary last spring fol- 


lowing the death of J. F. Schweer. 
Office operations will be featured at 

several luncheon meetings. R. J. Lay- 

ton, Indianapolis, vice-president 


' Rough Notes Co., will speak at the 
| first meeting on Oct. 12. The board 


will also stage a two-day sales clinic 
in November. 
A. M. O’Connell, past president of 


| the board and also past president Ohio 


Assn. of Insurance Agents, will head 
the new public relations committee. 
The new name, the seventh the or- 


ganization has had, was selected by | 


the governing committee because of 
its simplicity and because it would 
readily identify the organization with 
the insurance in the mind of the pub- 
lic. It was felt that the term “under- 
writers” is vague and meaningless to 
the public and a title such as “Cin- 
cinnati Assn. of Independent Insur- 
ance Agents” would be too long and 
cumbersome for public relations pur- 
poses. The term “board” has twice 
been in the title of the organization, 
which is the oldest local board in the 
country. It was founded in 1838 as 
General Board of Fire Underwriters of 


2 LT «se 


——— rn 


Cincinnati, became Board of Under- , 


writers of Cincinnati in 1851, Cincin- 
nati Underwriters Assn. in 1897, Fire 
Underwriters Club of Cincinnati in 
1906, Cincinnati Fire Underwriters 
Assn. in 1917 and, in 1954, once more 
Cincinnati Underwriters Assn. 


XUM 
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[1s No SECRET that a rapidly expanding 
group of agents and brokers, all clients of Leo 
B. Menner & Company, will experience their 
greatest production year in 1960. And it’s little 
wonder. The real professionals in the business 
have long since learned how to diversify by plac- 
ing an increasingly larger volume in the special 
risk market. They are sighted-in for the jumbo 
risks which pay off handsomely. 


We take pride in having started many insur- 
ance agents off on the right track—given them 
the necessary tools to do the job. A wide range 
of sales aids and informative literature is sent 


GENERAL LLOYD'S 
BOOKLETS 


NEWSPAPER PUBLICITY 
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LEO B. MENNER & COMPANY, ie. 


BOARD OF TRADE BUILDING Jf 141 WEST JACKSON BOULEVARD + CHICAGO 4 
PHONE + WEBSTER 9-7565 
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EXCESS AND SURPLUS LINES 


to them regularly without charge. They find them 
valuable weapons in out-distancing competition, 
keeping abreast of current changes and trends 
within the industry. 


Yes, it looks like a great year for our clients 
because it’s been a great year for us. But we’re 
not resting on our laurels. We keep perfecting, 
streamlining, digging away at new and effective 
ways to improve our service. Whatever the prob- 
lem — large or small, simple or complex — we 
never admit defeat. If you’ve never experienced 
the Leo B. Menner & Company “approach,” 
you're in for a treat. It’s first class all the way. 
On your next new or renewal Lloyd’s order try us! 


CREATIVE ADVERTISING & PUBLIC RELATIONS SERVICES AVAILABLE WITHOUT CHARGE TO PROFESSIONAL PRODUCERS 
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SPECIAL COVERAGE DIRECT MAIL 
PAMPHLETS SALES LETTERS 





“SERVICE is our 
Most Important Product” 








Here, in one convenient policy, is the 
most complete liability and property 
damage protection available for your 
larger corporate risks. For example, 
Umbrella Coverage prepared by New: 
house and Hawley, Inc. provides: 


e Coverage not available under 
normal Comprehensive General 
Liability contracts 


e Increased limits up to 
$10,000,000—and even more 


Auto ... Products 

Single limits—both BI and PD 
Occurrence basis 

Contractual 


Excess Workmen’s 
Compensation 


There are other important provisions, 
teo—and they all add up to coverage 
that is needed by every responsible 
business enterprise. Contact us for the 
full story ... today, 


EWHOUSE 
AWLEY, 


INCORPORATED 


AND 


175 W. Jackson Blvd. © Chicago 4, Ill. « HArrison 7-7890 
Teletype CG 1026 


123 William St. « New York 38, N.Y. ¢ BArclay 7-1366 
Teletype NY 1-2823 


Rhodes-Haverty Bldg. « Atlanta 3, Ga. * JAckson 4-3856 
3130N. Meridian St. © Indianapolis 8, Ind. « WAlnut 4-5391 
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Equity General Moved 
To Miami For Burial 


Commissioner Larson of Florida has 
lowered the boom on Equity General, 
a Miami corporation which for about 
two years has had its executive offices 
in Boulder, Colo. The department has 
placed the company in receivership. 
The executive offices have been 
moved back to Miami. 

Equity General is one of the compa- 
nies under the wing of Allen J. Lef- 
ferdink. It has been specializing in 
writing mechanical breakdown insur- 
ance which is part of the auto war- 
ranty contracts that used car dealers 
have been offering. 

Equity General in 1959 did $3.2 mil- 
lion in direct premiums, $2.4 million 
in net premiums and $1.7 million in 
earned premiums. Most of the business 
was auto. The company was bought by 
Allied Colorado Enterprises, a Colo- 
rado holding company headed by Mr. 
Lefferdink, in 1958. It had been part 
of the American Title group of Miami. 
When it was bought by Allied Colo- 
rado Enterprises, Equity General be- 
came part of what has been known as 
the Colorado Insurance Group of 
which the head company is Colorado 
Credit Life. 

When Colorado Insurance Group 
bought Equity General, it acquired 
only the name, the business having 
been reinsured earlier. However, the 
business of Allied National and Colo- 
rado Ins. Co. was reinsured in Equi- 
ty General, and Equity General be- 
came the successor company to Colo- 
rado Ins. Co. 

Of the officers of the company listed 
in the reporting services on Dec. 31, 
only two remained 60 days ago. 


Citizens Casualty Pays 
Stock, Cash Dividends 


Citizens Casualty has declared stock 
cash dividends. The stock dividend, 
amounting to 5%, is payable on both 
class A and class B stock Oct. 15 to 
stock of record Oct. 5. 

Cash dividends of 10 cents a share 
on class A and one cent on class B 
have been declared payable Jan. 15 
to stock of record Jan 5. 


Ban Auto Club In Fla. 


Commissioner Larson of Florida has 
cancelled the license of Metropolitan 
Automobile Assn. to do business as or 
to engage in the operation of an auto- 
mobile club in the state. The action 
was taken because of the club’s failure 
to deposit with the commissioner $50,- 
000 in securities or a surety bond in 
lieu thereof. 


Kemper Group 
Sponsors New TV 
Double Feature 


Kemper group is sponsoring a Sun- 
day TV series which double features 
“Chet Huntley Reporting” and a new 
program called “Celebrity Golf” with 
Sam Snead. 

The two programs, each 30 minutes 
long, give Kemper a solid hour of 
coast-to-coast coverage over NBC-TV 
on 26 Sundays starting Sept. 25. 
Eighty-eight stations have been or- 
dered, Mr. Snead having the first half 
of the hour. 

C. R. Bishop, advertising manager 
Kemper, said most of the agency force 
is in areas reached by the broadcasts, 
providing agents with prestige TV 
programming to help pre-sell top pros- 
pects. He said Kemper hopes to reach 
a large number of men of above-av- 
erage education and income through 
the two programs with different view- 
er appeal. The combined number of 
persons seeing the two programs is es- 
timated at 9% million. The twin pro- 
grams represent an investment of 
nearly $1 million in support of the 
American agency system. 

On the “Celebrity Golf,” each guest 
entertainer will be matched against 
Mr. Snead for nine holes on one of the 
courses in or near Los Angeles. Each 
opponent will have a chance to win 
cash prizes for a favorite charity— 
$250 for every hole reached in par, 
$500 for every birdie and $1,000 for 
beating Mr. Snead over nine holes. A 
special $10,000 prize will be awarded 
for a hole-in-one. Bob Hope is the 
first challenger. 


Mo. Fire Prevention Men 
Schedule Fall Meeting 


The fall meeting of Missouri State 
Fire Prevention Assn. will be held in 
the Missouri Hotel, Jefferson City, 
Oct. 6. Lamont Heidinger of National 
Board of Fire Underwriters will be 
the principal speaker, discussing ar- 
son investigation. This will be the first 
meeting under the association’s new 
officer slate. C. D. McCormack of 
St. Louis is president; Robert F. Quigg, 
Kansas City, vice-president, and 
D. E. Clader, St. Louis, secretary. 

The association inspected Neosho, 
Mo., Sept. 21. 


Zurich Appoints William G. Skelly 

William G. Skelly will handle boiler 
and machinery production and under- 
writing in  Zurich’s Philadelphia 
branch office. He was previously with 
Mutual Boiler and Machinery. 
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Dan Dodson New Head 


Of Equity Mutual 


The new president of Equity Mutual 


Dan Dodson 


of Kansas City is Dan Dodson, the son 


of Bruce Dodson, 
and a third gener- 
ation of the Dod- 
son family in the 
insurance business. 

Dan Dodson 
started in insur- 
ance in 1938 with 
Reciprocal Ex- 
change and Casu- 
alty Reciprocal Ex- 
change companies 
formed by Bruce 
Dodson Sr. Bruce 
Dodson Jr., the 


present head of the two reciprocals, 
founded Equity Mutual in 1933. 
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FIRE-CASUALTY 
CURRENT: PRODUCTION 
OPENINGS OF MERIT 


East 

Mul. L. Agcy Dir. $17,500 
M. West 

Cas. Asst. Agcy Dir. $14,000 
M. West 

Surp. L. Accts. Exec. $14,000 
East 

Marine Prod. Mgr. $12,500 
M. West 

Asst. Marine Mgr. $10,000 
Minn. 

Agcy Accts Exec. $10,000 
Hil. 

Cas. Reg. Sls. Mgr. $10,000 
Cal. 

Sr. Bond Spec. Agt. $ 8,500 
Mo. 

Fire Spec. Agt. $ 8,000 
Ohio 

Fire Spec. Agt. $ 8,000 
Fla. 

Fire Sales Supv. Open 


Our listings include Life—A & H—Casualty 
—Fire positions in all areas of the coun- 
“How We Operate”. 
inquiries handled confidentially. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
HArrison 7-9040 


All 


Chicago 6, IIl. 





Society Of CPCU Ofticers Are Named 





New officers of Society of CPCU elected at Detroit meeting are, from left, 
Price M. McCulley, Shreveport, La., adjuster, president; William R. Kersten, 
Van Schaack & Co., Denver, and Donald C. Brain, W. B. Johnson & Co., Kansas 
City, vice-presidents; Norman E. Roop, Booth, Potter, Seal & Co., Philadelphia, 
treasurer, and A. Hawthorne Criddle, Ostheimer-Walsh, Philadelphia, secretary. 





WAbash 2-2535 





Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Co. 


Members Midwest Stock Exchange 


Board of Trade Building 
Chicago 4, Illinois 


You may telephone orders collect. 


Teletype CG1475 
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Wrap ’em all up in Z-A!” says Mr. Za 
OPPPLP } 
ht Throw out the books and files! Wrap up all personal owners plans with comparable coverage, because of 
lines in Z-A. Take advantage of electronic billing— electronic handling. 
KS even for personal accident and sickness. Practice MERITmatic automobile policy is also automati- 
Insuremanship.* Spend all your time on new business. cally renewable . . . and renewals run so exceptionally 
Let Z-A’s machines do the billing. You sell. You high that the Z-A agent’s future is assured. Want 
make money. You own all renewals. to be amazed? Ask us for actual figures. 
Co. Wonderful to sell, too. New Z-A 
MERITmatic HOMEOWNERS T policies with MERITmatic not yet available in all states. Details on request. 
ZURICH INSURANCE COMPANY 
- y “ CANG O LIABILITY INSURANCE COMPAN 
3, 12 or 36-month payment plans, auto ZURICH LIFE INSURANCE COMPANY (an afte ; 
1 7 . : 135 South LaSalle Street, Chicago 3, Illinois 
matically renew ed on pay ment of premium, OFFICES IN: New York, Boston, Providence, New Haven, — 
‘ mster: , Or: » Phi Iphia, Pi . Baltimore, ens- 
11475 cost less and offer more than other home- som Chotiohes taamnn, tne (Gauges, Coton Cue 
ICAN Chicago, Jackson, Dallas, Des Moines, St. Louis, Kansas Ci 
ZU RICH : AMERIC AN Denver, Seattle, Portland, Sacramento, San Francisco, Fresno, 
NSURANCE MPANIE Los Angeles, Phoenix, Richmond. 
) tNot yet available in all states, write for details. J® ©1960 Zurich-American Insurance Companies *T™M 
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PRIMARY COVERAGES IN ILLINOIS 
WORKMEN'S COMPENSATION GARAGE & DEALERS LIAB. 
AUTOMOBILES & TRUCKS LIQUOR LIABILITY 
OLT—MFRS. & CONTRACTORS MALPRACTICE LIABILITY 
COMPREHENSIVE GEN'L. LIAB. BEAUTY SHOP LIABILITY 
COMPREHENSIVE PERSONAL LIAB. BURGLARY 
PRODUCTS LIABILITY PLATE GLASS-50/50 


%& Special Retros on Large W.C.-Liab.-Fleets, Etc. 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Non- 
Admitted Carriers To Write Liability 
Coverages. 


EXCESS LIABILITY 


All: 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
100,000/300,000 /100,000. 


THE CASUALTY COMPANY WITH EXTENSIVE FACILITIES .. . 
FLEXIBLE UNDERWRITING . . . REALISTIC RATING . . 
INDEPENDENT! 

SINGLE RISK REINSURANCE TO $2.000.000!!!! 


FIDELITY GENERAL INSURANCE COMPANY 


A STOCK COMPANY 


222 West Adams Street 


RAndolph 6-4060 Chicago 6, Illinois 
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Decries N. Y. Court's 
Contingent Fee Ruling 


In a talk to the insurance section of 
American Bar Assn. at the annual 
meeting in Washington, Walter H. 
Beckham Jr., Miami attorney, unqual- 
ifiedly opposed judicial control of 
contingent fees in personal injury cases. 

Noting that such control has been 
assumed by two departments of the 
New York appellate division, Mr. Beck- 
ham declared that it was significant 
that this position has not been taken 
by any other court in the history of 
the U.S. 

He questioned the “compelling rea- 
son” which supposedly impelled the 
New York court to take this step. It 
has been said that the court must pro- 
tect the litigant from unconscionable 
fees in personal injury cases and from 
lawyers who “sail too close to the 
wind.” The court allegedly relied much 
upon the fact that in the first depart- 
ment approximately 150,000 contin- 
gent fee agreements were being filed 
annually as required by court rule and 
that upwards of 60% of these agree- 
ments fixed the attorneys’ fee at 50% 
of the amount recovered. 


However, the court did not disclose 
the actual fees received by attorneys 
as reflected in the closing statements 
which were also required to be filed. 
This is a very significant omission in 
view of the contention of many attor- 
neys before a special referee that 50% 
fee agreements were contracted for 
primarily because the printed legal 
forms contained such a figure, whereas 
the ultimate compensation was con- 
siderably less. 

Attorneys also testified that this fig- 
ure was included to cover all possible 
contingencies that might arise in the 
course of litigation. The court evidently 
ignored the fact that the number of 
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THE Stewart, Smith New 


EXCLUSIVE TWO-WAY * 
LEASED RADIO CHANNEL > 
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providing continuous 
20 hours-a-day direct 


SAILINGS 
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Now operating from our offices 
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360. 


closing statements filed annually was, 


only 50,000 as contrasted with the 150,- 
000 contingent fee agreements, with 


the obvious inference that in the vast ! 


majority of cases where contingent fee 


contracts were filed there was no re-> 


covery obtained, no fee collected, and 
hence, 
Beckham noted. 

He recalled that the special New 
York referee Isidor Wasservogel, for- 
mer New York state supreme court 


no closing statement filed, Mr. | 


justice, recommended against adoption , 


of a court rule limiting fees and warned 
that the rigid 35% rule might make it 
economically impractical for lawyers 
to handle cases involving minor in- 
juries on a contingent fee basis. This 
recommendation came after months 
of investigation and taking testimony 
at public hearings, in the course of 
which more than 200 attorneys ap- 


peared and 41 bar associations and’ 


lawyers’ groups made statements. The 


referee held that the hearings had: 


disclosed insufficient evidence of the 


need for limiting the contingent fees , 


at that time. The referee also observed 
that the appellate division had not said 


where the criticism of the system had ’ 


come from, how many complaints had 
been made, how many attorneys had 
been criticized or whether the com- 
plaints were justified. With such in- 
formation the bar would be in a better 
position properly to express an opin- 
ion concerning any proposed rule in- 
tended to cure a general condition, 
which attorneys contend does not ac- 
tually exist. 


Other Considerations 


Mr. Beckham believes that the con- 


tingent fee contract is the source of} 


less contention than most fee contracts 


between attorneys and their clients. | 


He is aware of no statistics which ev- 
idence a widespread dissatisfaction 
among clients with contingent fee con- 
tracts or their provisions. However, 
he is familiar with the dissatisfaction 
with such contracts that has been ex- 
pressed by some spokesmen for seg- 
ments of the insurance business and 
in magazine articles which he seriously 
doubts had the welfare of the injured 
plaintiff as their chief concern. 

Mr. Beckham wonders if the court 
which has taken steps to protect the 
plaintiff from his own lawyer also has 
in mind the disciplining of lawyers on 
the defense side who participate in 
settling claims of plaintiffs who have 
no lawyers, for amounts that are so 


small as to be unconscionable. He also | 
wonders if the injured plaintiff is re- | 


ally in greater danger of being over- 
reached to his financial detriment by 
his lawyer than is the defendant in a 


criminal or tax case, or the parties in| 


a contested probate or real property 
matter. 


Adequate machinery for the dis- 


ciplining of lawyers and the supervi-| 
sion of their professional conduct ex- } 


ists without usurpation of power by 
the courts. 
committees of bar associations have a 
broad range of powers and functions 
which lawyers have 
themselves. 


The New York rule goes far beyond ? 


traditional methods of fee regulation 


The grievance and ethics | 


imposed upon; 


for client protection. Though his sub- , 


ject related only to contingent fees in 
personal injury actions, Mr. Beckham 


said there can be no doubt that if the | 


(CONTINUED ON PAGE 23) 
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Business Is Meeting Modern Developments 


The market for insurance is con- 
stantly expanding, and the business is 
meeting the demand, Frederick W. 
Doremus, assistant general manager 
of Inter-Regional Insurance Confer- 
ence, told the annual convention of 
Vermont Assn. of Insurance Agents in 
Vergennes. However, he noted, such 
improvements in coverage over the 
years as EC, the first package contract 
that combined four coverages—wind- 
storm, explosion, riot and civil com- 


ee . 


} 
| 
b 


Doors open easier 


motion, and aircraft damage—did not 
originate in public demand. They were 
initiated by the creative thinking of 
companies, agents and brokers con- 
cerned with improving the protection 
sold to the public. 

Today, new and necessary coverages 
or combinations of coverages are being 
devised, coupled with the use of mod- 
ern electronic equipment to speed 
processing, he said. 

Some say that fire insurance is on 


for tomorrow minded producers 


Your key to successful selling is Central's award-winning annual 
direct mail campaign. This personalized program introduces your 
agency, produces preferred inquiries—helps you open doors and 
close sales. It’s one more reason why Tomorrow Minded Producers sign 


up with Central. Write for a copy of Central's 1960 direct mail portfolio. 
1727] INSURANCE COMPANY 





Caniral Wan 


Van Wert, Ohio. Branch Offices: Atlanta, Bostor 


the decline and suffers by virtue of 
its combination with package policies, 
Mr. Doremus observed. The record does 
not bear this out. In 1956, the first 
year that multiple peril policies were 
separately recorded, New York entered 
stock insurers wrote $1.160 million of 
fire premiums. In 1959 the figure was 
$1.242 million, an 8% increase in four 
years. EC premiums increased from 
$438 million to $456 million. Home- 
owners, which started with less than 
$10 million in 1954, rose to $371 million 
in 1959. 

Commercial multiple peril policies 





A Multiple-Line Company 


Angeles, Montreal, New York, San Francisco, Toronto. 


VAN WERT, OHIO 
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are not developing as rapidly—they * 


produced $15 million in 1956 and 
$28 million in 1959. However, 
Doremus noted that the commercial 
property form is being modernized. 


Mr. ; 


To suggest the possibilities for fu- | 


ture expansion in the highly competi- 
tive dwelling field, Mr. Doremus re- 
ported on a sample check of dwelling 
building daily reports 
stamping departments of seven eastern 
rating organizations in a one-week 
period. This showed that 9% of the 
dailies are still issued for fire insur- 
ance only; 83% of them were for fire 
and EC; 5% were under the broad 
dwelling form, and 3% were on the 


clearing the , 


? 


y 


special dwelling building all risk form. ’ 


He said that a special motel cov- 


erage is about ready for introduction. ' 


Also, the research and development 
department of Inter-Regional is con- 
tinuing its study of a special coverage 
endorsement to cover all risks of phys- 
ical loss with appropriate exclusion, 
modernization of inherent explosion 
treatment, and the modernizing of 
basic dwelling forms, EC, and the 
broad and special dwelling forms. 


Stratton Ends Research 


Career With Travelers 


Reuel C. Stratton, assistant director 
of Travelers research department, has 


retired after more | 


than 40 years serv- 
' ice. He is recog- 
nized as an inter- 
national authority 


on safety in the — 
field of nuclear 
_ energy. 


He joined Trav- 
elers as supervis- 
ing chemical en- 
gineer in 1919. 





perintendent of the 
engineering and 
loss control division until 1956 when 
he was appointed assistant director of 
the research department in charge of 
chemical and nuclear research. 

Mr. Stratton is a former vice-chair- 
man of the Atomic Energy Commis- 
sion’s advisory committee on reactor 
safeguards. He is also chairman of the 
technical committee of Nuclear Energy 
Property Insurance Assn. and a mem- 
ber of the executive committee of Nu- 
clear Insurance Rating Bureau. He 
plans to continue advisory work on 
nuclear safeguards. 


Revel C. Stratton 


Babaco Unit Reports 
Cargo Thefts On Rise 


The total of cargo thefts is at a rec- | 


ord level this year, according to 


reports by Cargo Protection Bureau, ‘ 


which Is operated in conjunction with 


Babaco Alarm System. In spite of the | 


fact that more goods are moved under 
tight theft-preventive operations the 
crime ‘wave is increasing, as the ex- 
perts had predicted at the beginning 
of the year. 


Cargo Protection Bureau notes that | 


cargoes are a prime target. Though 
such thefts were 10 times greater in 
1959 than the annual toll at the end of 


World War II, the Federal Bureau of ; 


Investigation reports a 10% increase 
in this crime rate in the first half of 
1960. 

In a list of cargo thefts reported, the 


FBI cites these crimes to illustrate ' 


the widening spread of target risk 


thefts: $50,000 in steel bars in Dear- ; 


born, Mich.; $5,900 in twine in New 


Orleans; $8,000 in furniture in San | 


Francisco; and $10,000 in radium cap- 
sules in Hobbs, N.M. 
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YORK MUTUAL speeds service to its agents by 9 FULL DAYS 


4 











accounts current that took six days now processed in 2 hours 


Typing and totaling Agents’ Ac- 
counts Current used to take six days 





at York Mutual Insurance Company, 
West Buxton, Maine. Now this work 
is done on an IBM Series/50 
punched card system—in just two 
hours. Accounts Current get out 
five days sooner. 





Other major time-savings are real- 
ized, too. Commissions, dividends 
and reinsurance ceded (formerly 


calculated and checked by hand) 
are now completed automatically 
on the Series/50. Total time re- 
quired: about two hours a month— 
and the accuracy, York reports, has 
proved unfailing. The Series/50 
enables this growing company to 
give better service to both agents 
and policyholders. 





The Series/50 is a complete ac- 
counting system designed and 


BALANCED DATA PROCESSING 


priced for the smaller company. 
Your IBM representative will be 
glad to tell you about it. Ask him, 
too, about IBM Balanced Data 
Processing — compatible systems 
backed by complete services to help 
you use your data processing 
equipment most effectively. 


Like other IBM data processing 
systems, the Series/50 may be 
purchased or leased. 
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Leading Agents Detail Experience 
In Many Phases Of Account Selling 


THE NATIONAL UNDERWRITER has 
queried a number of leading agents 
on the subject of account selling. They 
were asked to identify the account 
buyer, to specify the best types of 
prospects for accounts, and to name 
the coverage with which accounts usu- 
ally start. The agents were also re- 
quested to describe their sales pro- 
cedures, reactions of customers, un- 
derwriting problems, and other phases 
of account selling. 

Roy H. MacBean, Cranford, N. J., 
agent, outlined his account selling ex- 
perience as follows: 

I think that the commercial (mer- 
cantile, manufacturing, trucking, serv- 
ice organizations, etc.) make the best 
prospects for complete account selling. 
Almost all risks in this category have 
a greater appreciation of the impor- 
tance of insurance and of the service 
going ‘way beyond the policy cover- 
age, than do personal accounts. How- 
ever, I believe that the homeowners 
policies make it much easier now to 
secure an entire personal account. 

The age, or income, or both, at which 
an account begins to place all of his 
business with one agent varies a great 
deal by account, and because of the 
type of treatment that the account has 
received at the hands of agents, di- 
rect writers, or companies which have 
previously been involved. 

Almost invariably, with commercial 
clients, the coverage will begin with 
one of four policies: Comprehensive 









Professional Service for all 


your Lloyd's Coverages. 


Correspondents of 


Llopd's, 


public liability, workmen’s compensa- 
tion, contents, and building coverage, 
if the building is owned. These are the 
key coverages for getting the entire 
account, and I believe that almost all 
of the balance of the account depends 
upon securing them. 

The most difficult coverages to sell 
any account are the blanket crime or 
3D forms. Almost every commercial 
insured, other than the huge corpora- 
tion, believes basically in the honesty 
of employes, whether he has only one 
employe or 500 or 1,000. 

Another difficult form to sell—which 
many agents overlook, but in which 
our agency has specialized—is accounts 
receivable. When I was a field man, 
I had a great deal of difficulty inter- 
esting any agents in this line, and I 
don’t remember having sold a single 
policy of this type while I was a special 
agent from 1938 to 1945. Perhaps it is 
a great deal easier today to sell this 
policy, because our agency has some- 
where between 25 and 50 of these 
forms in force on merchants and man- 
ufacturers, etc. 

Since we do no real estate business, 
most of our personal clients find us, 
rather than vice-versa. 

A great many personal clients come 
to us because we handle the insurance 
for their firm. Thus our personal cli- 
ents are mainly executives, junior ex- 
ecutives, and in lots of cases employes 
of companies where we have the com- 
mercial account. We constantly try to 


London 


H. Wm. SADLER & CO. 


175 W. Jackson Blvd. 
WAbash 2-7681 


Chicago 4, Ill. 
Cable - Sadlerco 


TWX CG 1659 





sell accounts only, and we have made 
a practice, particularly during the past 
five years, of refusing small “bones” 
that certain persons, commercial or 
otherwise, try to toss us on a reci- 
procity basis. We insist upon receiving 
the entire account with respect to com- 
mercial, manufacturing, mercantile, 
etc. 

Several years ago we turned down 
an $11,000 WC premium because the 
insured would not agree to turn the 
whole account over to us. We since 
have written the entire account, in- 
cluding the Factory Insurance Assn. 
fire business of several million dollars, 
U&O, products liability, etc. We are 
definitely going to pick and choose the 
accounts that we write, and we’re go- 
ing to underwrite and handle them in 
the way we think best. This is seldom 
the way the insured might wish to 
have matters handled. 

Almost every commercial insured 
needs certain services from a single 
expert. An insured would not have two 
accounting or legal firms, and should 
not have more than one insurance 
agent. That agent should be on constant 
call for all forms of advice and service 
and should be completely responsible 
for the account. 


Sales Methods 


Agents should not try to sell from 
the bottom up, but from the top down. 
They should start talking about limits 
of $100/300 rather than $10/20 because 
they can always come down but sel- 
dom go up. 

I don’t think that “balance” in an 
insurance program is a good argument 
to use with insured. It is much better 
to concentrate on the argument that 
the professional agent wants to be 
truly responsible to management and 
must have its confidence. That can be 
mutually beneficial only if one agent 
handles the entire account, and has 
sole responsibility. We stress that we 
are not merely agents or brokers, but 
insurance counselors whose services 
are a continuing and indispensable part 
of doing business. 

Different customers react differently 
to buying complete accounts. Gener- 
ally, however, an agent can sell com- 
plete accounts -more easily to younger 
business executives than to the older 
ones. Several older merchants in our 
town insist on .“farming out” a great 

(CONTINUED ON PAGE 27) 
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Mental, Other Ills 
Cover Differ Only 
Slightly: Follmann 


Hospital, surgical, and medical ex- 
pense coverages 
provide the same coverage for mental 
and emotional disorders as for other 
illnesses, Joseph F. Follmann Jr., di- 
rector of information and research of 
Health Insurance Assn., said in his 
keynote address at the Mental Health 
Insurance Institute, sponsored 
Mental Health Federation, in Colum- 
bus, O. 

After outlining the types of coverage 
for mental illness available from other 
organizations, Mr. Follmann said that 
in coverages provided by insurance 
companies “insofar as practical, no 
differentiation is made between mental 
illness or any other illness.” 

Moreover, he noted, insurance com- 
panies also provide extensive cover- 
age against loss of income which can 
result from accident and illness, and 
“under these coverages no distinction 
is usually made between nervous and 
mental disorders and other causes of 
disability.” 

He said A&S companies of all types 
have been actively experimenting in 
coverage for mental illness, but that 
the degree to which private insurance 
might cover mental illness “is impossi- 
ble to estimate on the basis of pres- 
ently available information.” 

Some of the major questions facing 
insurers, said Mr. Follmann, are: What 
is the distinction between “illness and 
problems?” How is one to measure 
the necessity and reasonableness of the 
claims presented? How might or should 
the subjective nature of some forms of 
psychiatric treatment be controlled in 
order to avoid waste of policyholder’s 
funds? What is or should be the rela- 
tionship of the psychologist, or the 
clinical psychologist, or psychological 
counselling, or group therapy, or faith 
healing to health insurance coverage? 

He said further progress in coverage 
for mental illness perhaps requires 
further consideration within the fol- 
lowing areas: That psychiatry estab- 
lish patterns of care acceptable to, un- 
derstood by, and demanded by the 
public, and that the costs of such care 
be reasonably predictable; the develop- 
ment of usable data on the incidence, 
duration and cost of care for mental 
illness; greater public demand for such 
type of coverage, and the establishment 
of greater priority for mental illness 


f 


almost universally | 


by 


coverage in collective bargaining dis- 


cussions. 








INSTANTANEOUSLY 


INSTANTANEOUSLY we will defend the American Agency System 


BUCKEYE UNION GROUP 


The Buckeye Union Casualty Company 


The Buckeye Union Fire Insurance Company 


The Mayflower Insurance Company 


Home Offices: Columbus 16, Ohio 
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300 Attend Annual 
N. H. Agents Meeting 


More than 300 attended the annual 
meeting at Bretton Woods of New 
Hampshire Assn. of Insurance Agents. 
Edward Cavaney, head of the A. B. 
Gile Co. agency at Hanover, was elect- 
ed president; Arlon Jennison, Nashua, 
and Henry Weston, Claremont, vice- 
presidents, and T. Winston Keating of 
Claremont, state national director (re- 
elected). Theodore Rouillard was re- 
named executive secretary. 





PieNATIONAL UNDERWRITER 


Elected to the executive committee 
were Charles E. Bilodeau of Berlin, 
chairman; John Jacobs of Berlin, Rus- 
sell Merrill of Hampton, Philip S. Dun- 
lap of Concord, Thomas Burns of Man- 
chester, Richard French of Lancaster, 
Frank Butterworth of Portsmouth, El- 
liott Covill of Manchester, Ralph Mo- 
rin of Laconia, and Frank Yudickey 
of Tilton. 

Cooper M. Cubbedge of Jackson- 
ville, Fla., executive committeeman of 
NAIA; John R. Barry, president of Cor- 
roon & Reynolds; William H. Brewster, 





SURPLUS LINES 


General Liability 
e 
Retrospective 


Physical Damage 










EXCESS LIABILITY 





Auto Liability 
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Amember of the Cosmopolitan Group 


Cosmopolitan Insurance Company 


4620 North Sheridan Road * EDgewater 4-7940 * Chicago 40, Illinois 


A multiple line stock company 











National Bureau; Clark R. Pace, fi- 
nancial editor of Business Week; an 
James S. Cawley, retired McGraw- 
Hill Publishing Co. editor and founder 
of Princeton University’s advertising 
and sales forum, spoke at the meeting. 


Presents Framed Citations 


Mr. Bilodeau, retiring president of 
the association, presented framed cita- 
tions for furthering the aim of the 
association and of the agency system 
to Charles Hurley of Lancaster, Eu- 
gene Soles of Portsmouth, and John 
Bellows of Peterborough. 

Preceding the convention, 18 past 
presidents of the association held the 
annual meeting of the Order of the 
Purple Duck, organization of past pres- 
idents, to induct Mr. Bilodeau into 
membership. 

Mr. Cavaney is past president of 
Hanover Rotary Club. 


Employers Mutuals Name 
W. P. Morse Claims Manager 
Succeeding C. W. Kroening 


William P. Morse, assistant claim 
manager of Employers Mutuals of 
Wausau since 1953, has been appointed 
claim manager to succeed Carl W. 
Kroening, retired. 

Mr. Morse has been with the compa- 
ny 25 years and has served as claim 
manager in Omaha, Philadelphia, and 
Minnesota. He is a member of the bar 
in Wisconsin, Minnesota and Nebraska. 

Mr. Kroening started with the com- 
pany in 1915 in the mail department 
and became a claim adjuster in 1918, 
claim manager in 1937, and manager 
in 1953. 


Minn. Commissioner Warns 
Against Improper A&S Ads 


Commissioner Magnusson of Minne- 
sota has warned that misleading ad- 
vertising is being used in soliciting 
A&S business by mail by certain out 
of state companies unlicensed in Min- 


nesota. The companies are flooding the , 


mails with advertising material in 
sharp conflict with the Minnesota 
A&S insurance advertising code, he 
said. 

The commissioner suggested that cit- 
izens of the state check with his office 
before they buy any insurance so- 
licited by mail. 





why not give him 
something he wants? 


Four (count ’em!) four cigarette lighters ... 
and he doesn’t even smoke! 

How can you avoid this duplication . . 
sure that your gifts will be wanted . . 
and appreciated? The answer is Select-A-Gift . 
the prestige gift program that lets the recipient 
select his own gift. 

Select-A-Gift is easy for the giver. . 
please the receiver. 


. make 
. needed .. 


. sure to 
In fact, it’s the one perfect 


Dept. 
Ist N. at 13th St., Birmingham 3, Ala. « Phone FA 3-6351 


answer for all gift-giving occasions all year long. 

You name the price ($2 to $500). Recipient 
selects his gift from an attractive full-color booklet 
picturing and describing the high quality gift items 
from which he selects, including a wide selection 
of magazine subscriptions. No prices are men- 
tioned, of course —and all details are handled 
with utmost finesse and dignity... a crowning 
reflection of your good taste. 

For complete details about Select-A-Gift, the 
sure-to-please prestige gift program, write today 
on your letterhead. 

Ideal, too, for Service Awards ¢ Sales Incentives 
(Merchandise and Travel) ¢ Birthday Programs 


“mu, Geleot AGift® 
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N.].Blue Shield Has 
Over-65 Health Plan 


New Jersey Blue Shield has offered } 
state residents age 65 and over a med- 


ical-surgical health plan. The plan 
follows a companion hospital plan 
already offered by N. J. Blue Cross. 

Applications for the companion’ 
plans will be considered immediately 
for effective coverage starting Nov. 1. 
Eligible applicants will be required to 
meet only reasonable health standards | 
required of all persons seeking non- 
group enrollment. 

A single person over 65, applying for 
the Blue Cross-Blue Shield plans to- | 
gether, will pay $16.46 per quarter for 
the combined coverage, which includes 
modified Blue Cross hospital benefits, 
or $20.13 per quarter if they want the! 
more inclusive comprehensive Blue 
Cross coverage. 


School Saves Price Of 


Safe Roof In Premiums 


An illustration of the savings to a 
community of having a fire resistant 
school building is given in the current 
bulletin of Camden-Gloucester County 
(N.J.) Assn. of Insurance Agents. 

A school board in New Jersey met 
to consider whether the town’s new, 
school should have a wooden roof or 
a fire-resistant one, which would cost 
$27,000 more to build. The architect? 
was asked for his advice. He recom- 
mended that the board consider the) 
savings through reduced premiums for 
a fire resistant structure. Combustible 
materials often prove an extravagance | 
in the long run, he said. 


Premium Price Noted 


He told the school board in New 
Jersey how the wooden roof would af- 
fect the insurance on the $1,400,000 
building. Premiums would be $9,700; 
annually for the wooden-roof structure | 
compared with $2,140 for the more ex- ; 
pensive fire-resistant building. 

With the interest rate applied to the | 
added cost of the fire-resistant roof, 
the better roof would be paid in less 
than five years in savings on premiums ! 
alone. Over the estimated 50-year life 
of the school the architect figured the 
cheaper materials would cost $350,000 
more than the fire-resistant construc- 
tion. This did not include the mainte- 
nance cost usually required on a wood- 
en roof. Apart from these considera- 
tions, the architect advised the board 
that no savings in construction can 
possibly be justified if it means jeop- 
ardizing the safety of school children. 


~~ 


a 


Ratterree Organization 


Holds Managers Seminar 


John Ratterree Co., of Greer, S. C., | 
a managing general agency affiliated ; 
with Dixie Fire & Casualty and South- 
ern Home, held a three day seminar \ 
for its resident managers, covering a} 
manager’s personal problems and re- 
sponsibilities and operating policies of | 
the group. 

F. H. Spears, vice-president of the | 
organization, was in charge of the | 
meeting and J. S. Bickley of Univer- | 
sity of Texas conducted the sessions. 
Loren Schoephoerster, Columbus, ed- 
ucational director of State Automobile } 
Mutual, spoke at the closing dinner. 


Oil Assn. Appoints Two 

Oil Insurance Assn. has appointed : 
William H. Moloney to the executive 
committee. He is assistant manager of , 
Hartford Fire’s western department. 
Wilfred E. Johnson, chief accountant of 
the association, has been made comp-; 
troller. 
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“Here’s how I made sure I held 
one of my best accounts!” 


by a Tennessee insurance agent 


‘‘When you have good accounts, you can be sure 
of one thing—competition! And this year I knew 
it would be tougher than ever to hold one of my 
larger accounts. So I began making plans long 
before renewal time. 


“T called in Bob Gulgusky, Special Agent for 
The American and told him the story. The first 
thing Bob did was to initiate preliminary under- 
writing and engineering surveys and then turned 
his findings over to the Branch Office at Nashville. 


“In short order, Casualty Manager Bill Watson 
worked up a 3-year Retrospective Rating Plan D 
proposal covering Auto Fleet Liability, General 
Liability and Workmen’s Comp. It was tailor-made 
for my client—gave him a solid protection pro- 
gram, plus potential premium savings in the future. 
And when the three of us presented our proposal, 
after we made some changes—on the spot—the 
client bought it! 


“T had just taken The American into my office a 
few months before this because of their multiple- 
line facilities—and when they helped me save this 
$40,000 account, they certainly proved themselves 
to me!” 


You, too, can help yourself to extra income by 
taking advantage of The American’s fine reputation, 
multiple line facilities and excellent branch office 
services ... offering authoritative underwriting, 
prompt policy-writing, expert engineering, pre- 
mium auditing and speedy claim attention. Con- 
tact your closest branch office. Let us prove to 
you that The American means business ... MORE 
BUSINESS FOR YOU. 





NEWARK 1, NEW JERSEY 
The American Insurance Company « American Automobile 
Insurance Company ¢ Associated Indemnity Corporation 


ACCIDENT & HEALTH »AUTOMOBILE+ BONDS» BURGLARY: FIRE & ALLIED LINES» GENERAL LIABILITY 
GLASS + INLAND & OCEAN MARINE + MULTIPLE PERIL »- WORKMEN’S COMPENSATION 
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A pretty girl lived in a wood, 

The picture of young maidenhood. 
She never went out, 

She'd explain wiih a pout, 
Because of her clothes. Who could? 


One day an old beau passed her tree. 

“You can come with me now, dear,”’ said he. 
“If you'll be my bride, 

“You'll have no cause to hide: 
“You'll be covered by G.F.&C.”’ 


G.F.&C. gives you guarantee of performance on every policy: 
e Quick and understanding underwriting service 
e Prompt and fair settlement of claims 
e Expert engineering facilities 


GENERAL FIRE AND CASUALTY COMPANY 


(A Multiple-line Stock Company) 
Home office: 1790 Broadway, New York 19, N.Y. 


Philadelphia Newark Chicago 
Pittsburgh Minneapolis 


Jacksonville, Fla. Lexington, Ky. Ruston, La. 


Insurance written through agents and brokers only. 
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Conventions 


Sept. 25-27, Indiana mutual agents, annual, 
Hotel Van Orman, Fort Wayne. 

Sept. 26, New Jersey agents, annual, Hotel 
Traymore, Atlantic City. 

Sept. 26-28, National Assn. of Insurance Agents, 
1. ae Chalfonte-Haddon Hall, Atlantic City, 


Oct. 2-4, Zone IV National Commissioners, 
Fort Des Moines Hotel, Des Moines, Iowa. 
Oct. 2-5, National Assn. of Casualty & Surety 
Agents and National Assn. of Casualty & 
Surety Executives, combined annual. The 
Greenbrier, White Sulphur Springs, W. Va. 
Oct. 6-8, California Assn. of Independent In- 
surance Adjusters, annual, Ambassador Ho- 

tel, Los Angeles. 

Oct. 8-11, Kansas agents, annual, Broadview 
Hotel, Wichita. 

Oct. 13-14, Conference of Mutual Casualty Com- 
panies, sales and agency meeting, Conrad 
Hilton Hotel, Chicago. 

Oct. 14-15, North Dakota agents, annual, 
Grand Pacific Hotel, Bismarck. 

Oct. 16-18, Arizona agents, annual, Pioneer 
Hotel, Tucson. 

Oct. 16-18, Maryland agents, annual, Hotel 
Emerson, Baltimore. 

Oct. 16-18, Ohio agents, annual, The Neil House, 
Columbus. 

Oct. 17-19, Wisconsin agents, annual, Schroeder 
Hotel, Milwaukee. 

Oct. 18-19, Massachusetts agents, annual, 
Sheraton Plaza Hotel, Boston. 

Oct. 21-23, Colorado agents, annual, Broad- 
moor Hotel, Colorado Springs. 

Oct. 22-27, National Assn. of Mutual Insurance 
Agents, annual, Statler Hotel, Washington, 
D. C. 


Oct. 23-25, Missouri agents, annual, Governor 
Hotel, Jefferson City. 

Oct. 24, Rhode Island agents, annual, Sheraton- 
Biltmore Hotel, Providence. 

Oct. 24-26, Assn. of Mutual Insurance En- 
gineers, regional meeting, Sheraton Dallas, 
Hotel, Dallas. 

Oct. 24-26, California agents, annual, Sheraton- 
Palace Hotel, San Francisco. 

Oct. 26-28, Nebraska agents, annual, The 
Town House, Omaha. 

Oct. 27, Connecticut agents, annual, Statler- 
Hilton Hotel, Hartford. 

Oct. 27-28, Kansas State Assn. of Mutual In- 
surance Companies, Holiday Inn. Topeka. 
Oct 27-29, New Mexico agents, annual, West- 

ern Skies Hotel, Albuquerque. 

Oct. 30-Nov. 1, Illinois agents, annual, Pere 
Marquette Hotel, Peoria. 

Oct. 30-Nov. 1, Tennessee agents, annual, An- 
drew Jackson Hotel, Nashville. 

Oct. 31-Nov. 2, Nevada agents, annual, Las 
Vegas, 

Nov. 1-3, National Assn. of Independent In- 
surers, annual, Chase-Park Plaza, St. Louis. 

Nov. 2-3, Michigan mutual agents, annual, 
Pantlind Hotel, Grand Rapids. 


Nov. 9-11, Insurance Section, American Man- 
agement Assn., fall conference, Drake Hotel, 
Chicago. 

Nov. 10-11, Central Claims Executives Assn., 
Morrison Hotel, Chicago. 

Nov. 13-15, Kentucky agents, annual, Kentucky 
Hotel, Louisville. 

Nov. 14-16, Indiana agents, annual, Claypool 
Hotel, Indianapolis 

Nov. 16-18, Casualty Actuarial Society, annual, 
Statler Hotel, Washington, D.C 

Nov. 28-Dec. 2, National Assn. of Insurance 
Commissioners, regular meeting, Commodore 
Hotel, New York? 

Nov. 30, Insurance Federation of New York, 
annual luncheon, Waldorf-Astoria, New York 
City. 

Dec. 1-2, Conference of Mutual Casualty Com- 
panies, accounting & statistical, office meth- 
ods & personnel meetings, Conrad Hilton 
Hotel, Chicago. 

Dec. 28-30, American Assn. of University 
Teachers of Insurance, annual, St. Luis. 


CDP Being Revived? 


Virginia Assn. of Insurance Agents 
has bulletined its members that one 
insurer is interested in filing inde- 
pendently in that state the compre- 
hensive dwelling policy with rates con- 
sistent with those for the 1959 home- 
owners. Since the filing and issuance 
of a form is an expense, the company 
wants to get an indication of agency 
interest in a revival of the CDP before 
proceeding, and the association is co- 
operating in that effort. 


Michigan City Agents Elect 

Michigan City (Ind.) Assn. of In- 
surance Agents have elected Daniel 
Goldman president; Steve Glidden, 
vice-president, and Robert Linden- 
meyer, secretary-treasurer. 


September 23, 1960 








Higher 
Auto 
Limits! 


EXCESS LIMITS FOR 

ALL PRIVATE PASSENGER 
—NOT JUST THE 
ASSIGNED RISKS* 


Our guaranteed commissions 
are among the highest 

paid for this class 

of business! 


Agency Agreements 
directly with 
the company 


LET RESERVE 
SERVE YOUR NEEDS 


Low Annual 
Production Requirements 


CONTACT THE 
EXCESS LIMITS 
DEPARTMENT OF 


RESERVE 


INSURANCE COMPANY 
WeEbster 9-7031 


209 W. JACKSON BLVD. 
CHICAGO 6, ILLINOIS 


* available in Illinois 
for assigned risks only 
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Recommends Guides For 
Excess Of Limits Cases 


Certain cardinal principles must be 
followed in an attempt to avoid judg- 
ments in excess of policy limits, Carl 
F. Wymore, vice-president of Employ- 
ers Re, declared in a talk at the annual 
meeting in Philadelphia of Federation 
of Insurance Counsel. 

There are various shades and de- 
grees of interpretation of negligence 
or bad faith or lack of good faith. 
These are construed by various courts 
depending upon the facts of each case. 
To conclude that, based upon a certain 
set of facts, an insurer was or was not 
negligent or guilty of bad faith or that 
there was a lack of good faith may 
largely depend upon the jurisdiction 
in which the case is pending, Mr. Wy- 
more noted. 

The reservation by the insurer in 
the policy of the sole control of the set- 
tlement and defense of the claims 
brought against insured has been found 
by the courts to imply a duty not to 
disregard the interests of insured, he 
continued. The liability of the insurer 
for payment of sums in excess of the 
stated policy limits arises from the 
breach of this implied duty, either 
during the investigation, negotiation, 
trial or appellate stages of the claim. 
The insuring clause of the policy has 
been fully complied with by the pay- 
ment of the stated limit plus costs and 
interest as may be applicable. 


Courts’ Reasoning 


In describing the “breach of duty,” 
the courts have used various terms 
in imposing liability on an insurer. 
Such judgments against the insurer 
are measured by the damages sus- 
tained by insured because of breach 
of this duty and are levied against an 
insurer by the failure of its employes, 
agents or attorneys in doing or not 
doing certain things or in taking or 
not taking certain’ steps. Some 
courts have predicated such actions 
upon negligence; others upon good 
faith or bad faith, and a few, in effect, 
upon “hind sight,’ no matter what 
term is employed. 

In this connection, it is well to re- 
member that under today’s discovery 
procedures, the insurer’s files and 
probably the attorney’s files are not 
sacred, but can be made available to 
insured or plaintiffs in an action for 
excess incurred over the limits of the 
policy, Mr. Wymore observed. He 
urged caution regarding the file con- 
tents. He did not suggest a telephone 
conversation instead of a letter, but 
he said he knows of no instance where 
an unrecorded telephone or personal 
conversation has been subject to a 
subpoena duces tecum. 

Early cases concerned indemnity 
policies as distinguished from insur- 
ance policies, and the courts generally 
held that it was necessary for insured to 
have paid the excess amounts over the 
policy limits before he was entitled to 
maintain his suit against the insurer for 
the excess. This was on the theory that 
unless he had paid he had suffered no 
damage, and this rule carried over in 
the earlier decisions involving insur- 
ance policies as distinguished from pol- 
cies of indemnity. 


Situation May Change 


There have been some departures 
from this rule, and many courts, prob- 
ably the majority, allow insured to 
maintain his action even if he has not 
paid the excess. This is on the theory 
that his credit or future credit stand- 


ing has been impaired; therefore, the 
fact that an insured is not personally 
able to respond in damages may be of 
little comfort in considering the mat- 
ter. 

While the few recorded decisions 
have been almost uniform in denying 
the right of the third party to main- 
tain an action against the insurer for 
the excess of policy limits occasioned 
by the alleged negligence or bad faith 
of the insurer to its insured, some re- 
cent developments have introduced a 
startling change in this connection. 
What the third party was prohibited 
from doing directly is now permitted 
by some courts to be done indirectly. 
This situation has come about when 
the insured assigned his right to bring 
an action for excess of policy limits 
to the plaintiff, and where similar ac- 
tion has been taken by the adminis- 
trator of insured’s estate or by the 
trustee in bankruptcy. So the mere 
fact that the insured or his estate is 
not solvent may be of little comfort. 
Mr. Wymore questioned the alleged 
safeguard that insured is not person- 
ally able to respond in damages. 


Facts All Important 


Earlier cases and some later ones 
are generally divided under two head- 
ings—negligence and bad faith. Some 
courts adopted one theory or the other. 
In earlier decisions the courts engaged 
in careful analysis of the facts in 
finding either negligence or bad 
faith and in drawing a distinction be- 
tween the two. However, Mr. Wymore 
believes that the later decisions do 
not draw such a fine line. No matter 
what term they use, in effect they 
mean the same thing. 

Mr. Wymore does not believe that a 
claims man or attorney now can say: 
“That is a negligence state and we 
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LOCAL AGENT GEORGE SCHMICH 
OF SAVANNAH, GEORGIA SAYS: 


‘‘By placing this kart track and other ‘Special Risks’ with 
Universal I was able to increase my agency’s profits !”’ 


Agents everywhere are finding, through Universal's dependable 
program, new potential and profits in the growing Special 
Risk Market. 


Onl’ LE. UNIVERSAL 
AUTOMOBILE INSURANCE CO. om 


GENERAL LIABILITY DIVISION 


e 175 W. Jackson Bivd. e WEbster 9-3140 
CHICAGO 4, ILLINOIS 


EXCLUSIVE WRITERS OF SPECIAL RISKS—COMPLETE ACTUARIAL AND ENGINEERING SERVICE 





Suite A-901 Insurance Exchange Bldg. 


BOSTON’S Modern Local “Home Office” 
Organization was planned for 


Youthful, progressive 
management of Boston 
Insurance Group’s 
organization assures 
local independent 
Insurance Agents of 
cooperative, energetic 
support in achieving 
their growth goals. 
Decentralized “Home 
Offices” are strategically- 
located, and staffed and 
authorized to render all 
decisions affecting Agents 
and their clients. 


If you seek greater 
development opportunities, 
you can rely on Boston's 
alert modern organization. .. 
efficient sales program... 
complete portfolio of coverages 
(Fire, Inland Marine, Qcean Marine, 
Casualty, Surety and related coverages) 
.. close liaison and fast claims service 
.. and established reputation in the 
finest New England tradition to help 
you realize these opportunities faster. 
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were not negligent,” or “that is a bad 
faith state and while we may have 
been negligent, we certainly were not 
guilty of bad faith; therefore, we are 
on safe ground.” The courts may still 
use the same term, but the facts are 
interpreted to suit the term used. 
Mr. Wymore thinks there is no real 
difference in the practical application 
of the terms as used today by the 
states that have allowed recoveries. 
He feels that a much more satisfac- 
tory approach is to look carefully at 
the facts of each case and to try to 
determine whether the insurer has 
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breached its obigation to insured in 
handling the matter. It is well to re- 
member that the insurer reserves the 
sole control over the settlement and 
the trial of the case and that this is 
an additional responsibility. 


Recommended Procedure 


From a reading of cases, Mr. Wy- 
more has concluded that there are 
certain well-defined principles as to 
what the insurer should do or not do 
to avoid excess judgments, but it 
must be remembered that these vary 
in different jurisdictions and do not 


always hold true. They can be con- 
sidered as broad guides. Among the 
procedures he recommended are: 

1. Interview all known witnesses, 
make a strong effort to find additional 
witnesses and run down all leads. 

2. In a multiple claim situation 
where settlement of some claims is 
permitted, the insured should not only 
be notified, but, if possible, his con- 
sent to such settlements should be 
obtained beforehand, preferably in 
writing, keeping in mind the appli- 
cable policy limits. 

3. Defend the claim fairly with the 













In the past 6 years, Afco 
has financed over $250 million 
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most competent counsel available. Bear 
in mind the situation of double in- 
sured. 

4. Determine if the plaintiff is in- 
jured and the nature and extent of 
the injuries. Consider neighborhood 
checks, undercover investigations, em- 
ployer checks, school checks, etc. 

5. If appeal is decided Upon, proceed 
to do so. 

6. Notify insured of the demands 
and keep him advised of the further 
demands. Give the “ad damnum’ let- 
ter. 

7. Have someone with authority 
present at the trial. This is generally 
desirable because it is sometimes rath- 
er difficult for an attorney to give his 
“all” in defending the suit and at the 
same time to make a cool, disinterested 
appraisal of how the trial is progress- 
ing. 

8. Watch the time for appeals, the 
filing of interpleaders, cross petitions, 
and “actions over.” 

9. Give consideration to the interests 
of insured. 

10. Consider the seriousness of the 
injuries, the large special damages 
and the probability of a large verdict. 

11. Give due regard to the attor- 


ney’s or investigator’s recommenda- 
tions. Use mature consideration and 
not snap judgments. The attorney 


has a duty to inform the insurer of 
settlement demands, but if he does not, 
the insurer is probably charged with 
notice. This opens the question of ac- 
tion against the attorney. 

If any of the foregoing principles 
are not followed, consideration should 
be given to substantiating the reasons 
by a memo to the file, Mr. Wymore 
said. 

Lists Don’ts 


He outlined actions to be avoided: 

1. Do not make a blunt refusal to 
pay limits or state that it is a company 
policy never to pay its limits. 

2. Do not ask insured to contribute 
to a settlement within the limits. It 
may be different on a case of disputed 
coverage or the like, but the matter 
should then be reduced to writing. 

3. Do not misrepresent the coverage 
or the limits. 

4. Do not confess judgment or admit 
liability without the written consent 
of insured or his attorney. 

5. Do not say: “We can only lose so 
much.” 

6. Do not be arbitrary in refusing 
settlement or in making an offer. 

Efforts are being made to hold the 
insurer’s independent attorneys, as 
distinguishd from house counsel, 
equally liable with the company for 
excess judgments, Mr. Wymore noted. ° 
He does not know of any case where 
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“is: | Editors call him the backbone of America. Politicians call him the Majority Vote. 


. «| Economists call him the big Middle Income Market. 
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ther | giving him opportunities, never before so readily at his disposal, to protect 
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such an attempt has been successful, 
but it is not at all certain that the day is 
not approaching when such a decision 
could be forthcoming. It is well to re- 
member that sometimes if an insurer 
is held liable, it might have an action 
over against its attorneys. If the at- 
torneys are held, this could disturb 
the heretofore amicable relationship 
existing between the companies and 
their attorneys, as the latter will be 
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have a tendency to drive the defense 
men into the plaintiff's camp. 
While courts may be more prone to 
interpret the facts to be bad faith 
rather than negligence, this is ques- 
tionable. An honest mistake in judg- 
ment may not be bad faith. Negligence 
may be a factor in considering bad 
faith. It is probably not necessary for 
insured to pay the excess before he is 
entitled to maintain his action against 


mind recent cases that have allowed 
a recovery by the third parties where 
the insured or his representatives have 
assigned his right to the third parties. 

It may not be necessary for insured 
to place the insurer on notice to settle 
or accept the demand within the limits. 
The home office or supervising office 
must consider all the facts and chang- 
es in the situation, such as new med- 
ical reports, change in witnesses’ stor- 
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the insurer, Mr. Wymore noted. ies, 
attorneys 
the third party cannot 
sue the insurer directly, but to keep in 


recent decisions, changes 
to remember 
recommendations, etc. 





Siegfried at the Helm 


A sure hand steers a true course . . . and in the 
course of 40 years in the insurance business, the 
sure hand of Ray H. Siegfried (right above) has 
steered the R. H. Siegfried Company agency, 
Tulsa, Oklahoma, right to the top. 


An oilman prior to founding his agency in 1920, 
Ray turned his previous experience to excellent 
advantage. For, today, the Siegfried organization, 
now 50 strong, does a national business in the oil, 
pipeline and related petroleum fields. In fact, the 
company handles the insurance of more major oil 
pipeline contractors than any other single agency 
in the U.S. Add to this the premium volume 
Siegfried does in all other lines of insurance, and 


it’s easy to understand why the agency is one of 


the largest, most successful and best known insur- 
ance firms in the Southwest. 


Siegfried Company continuity and success are 
assured, what’s more, in the person of Robert M. 
“Bobby” Siegfried (left above) son of Ray, co- 


owner and operating manager of the firm... 
another ‘Siegfried at the Helm,’’ another sure 
hand to steer the same true course to new pin- 
nacles of achievement. 


And where does Standard Accident fit into the 
picture? . . . suffice it to say that Siegfried has 
represented Standard Accident for 27 years... 
and, more important, that Standard is the leading 
Company in the agency, by a considerable margin. 
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question is presented as to when the 
plaintiff's demand must be accepted. 
Many have felt that the demand could 
be accepted or the policy limit offered 
at any time up to the submission of 
the case to a jury, but this sometimes 
poses a serious problem. 


Precautionary Measure 


There is another aspect to consider 
and that is the excess insurer’s right 
to recover from the primary company 
when the latter has failed to settle 
within its limits. There is an author- 
ity that this right exists. 

In order to protect the company in 
the event subsequent litigation be- 
tween insured and insurer arises, writ- 
ten memoranda of all decisions (as 
distinguished from general dicussion) 
concerning investigation and settlement 
discussion should be kept in the file. 
Oral corversations are not sufficient, 
as they leave room for doubt. 

In the event counsel’s recommenda- 
tions for investigation, preparation or 
settlement are rejected by the com- 
pany or vice versa, explanatory notes 
should be kept in the company’s file 
to reflect the basis for rejection. 

While his last two suggestions may 
appear to be in conflict with some 
points raised earlier in his discussion, 
Mr. Wymore said, after careful con- 
sideration of the problem, it will prob- 
ably be agreed that there is no real 
conflict. Preliminary discussions can, 
of course, be oral. 

The best safeguard against a claim 
in excess of policy limits is the fa- 
miliar “golden rule” coupled with the 
motto of the Boy Scouts—‘‘Be Pre- 
pared,” he concluded. 


Ohio Information Service 
Gives Fact File To Papers 


Ohio Insurance Information Service 
is distributing to its members and 
newspapers throughout the state a 
“fact file’? which contains data con- 
cerning safe driving, traffic law en- 
forcement and other items affecting 
the cost of casualty insurance. 

The intention, James E. Humphreys, 
executive director, states, is to add 
additional information regularly in 
order that a complete file may be built 
up for the use of newspapers as a 
source of reference on matters affect- 
ing insurance. 

The first three bulletins deal with 
what causes auto rates to vary in 
different areas, comparative costs for 
auto insurance for different locations 
in Ohio, and statistics on passenger 
cars per family and persons per pas- 
senger car in the eight largest counties 
in Ohio, as well as comparative vehicle 
registrations in twelve states. 


Producers Conference Meets 


The first formal meeting of National 
Insurance Producers Conference was 
held Sept. 15 in New York. Represen- 
tatives of the three member groups 
attended. On hand for National Assn. 
of Casualty & Surety Agents were 
Walter M. Sheldon, Chicago, and Guy 
Warfield Jr., Baltimore; for National 
Assn. of Surety Bond Producers, Ralph 
Neely, Oklahoma City, and Donald H. 
Denton, Charlotte, N. C.; and for Na- 
tional Assn. of Insurance Brokers, Mel- 
vin A. Holmes, New York, and Merlin 
J. Ladd, Boston. 


The South Carolina department has 
approved a 2.1% reduction statewide in 
private passenger auto BI and PDL 
rates for National Bureau. Applications 
for increases in auto BI and PDL for 
commercial cars and garage risks were 
rejected. 
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N. Y. Cracking Down On 
Tow Truck Racketeers 


New York authorities are crack- 
ing down on a combination tow truck- 
ambulance chasing racket, reputedly 
involving policemen and lawyers as 
part of a ring in operation for two 
years. In addition to the impact on 
insurance costs, the racket is said to 
have put about $2 million in the hands 
of participants. 

Several New York newspapers made 
sensational disclosures following in- 
vestigation of the situation. Assn. of 
Casualty & Surety Companies has also 
probed the racket. 

One newspaper reported that the 
leader of the ring is an attorney in a 
high position with a city department. 
It is alleged that he set up a dummy 
radio and repair shop through which 
he was able to get hundreds of radios 
tuned exclusively to the police depart- 
ment’s frequency. After picking up the 
news of an accident over the police 
radio, the tow truckers speedily ar- 
rived at the scene. 

It is reported that they would then 
inform the ringleader-attorney and his 
colleagues of the names and addresses 
of those involved in the accident, the 
hospitals to which they were taken, a 
description of the injuries and the ex- 
tent of damage to property. In return 
for these reports, the truck operators 
reportedly got a flat rate of $50 a case, 
$100 for a case involving a broken 
bone or bones, up to $500 for cuts re- 
quiring stitches, a still higher price for 
facial or disfiguring cuts, and $1,000 
for cases involving a fatality. It is al- 
leged that the truckers also were paid 
for towing and working on repairs in 
conspiracy with garages. 

In a similar probe of a tow truck 
racket five years ago, a policeman was 
dismissed from the force for allegedly 
tipping off a towing company to police 
radio reports of accidents, and 19 po- 
licemen were fined ‘or reprimanded. 


Cunningham In N. C. 
For Phoenix Of Hartford 


Phoenix of Hartford has appointed 
James C. Cunningham North Carolina 
special agent at Raleigh. He was for- 
merly a local agent and a casualty and 
bonding special agent in Virginia. 


Dates For CPCU Exams 


American Institute has released its 
1960-61 schedule. It contains dates for 
the CPCU examinations for 1961-65 
inclusive. The booklet lists suggested 
reading for 1960-61, and the examina- 
tion statistics for 1960. 

The CPCU examinations will be 
held June 7-9 in 1961; June 6-8 in 
1962; June 5-7 in 1963; June 10-12 in 
1964; and June 9-11 in 1965. 

Since the first series of CPCU ex- 
aminations in 1943 a total of 11,867 
persons have taken 38,079 exam- 
inations, and 8,332 persons received 
passing grades in 22,945 examinations. 
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In Royal-Globe Posts 
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In N. Y., N.J., Conn. | 


Royal-Globe has promoted John | 
Croker, state agent at East Orange, | 
N.J., to casualty special representative 
there. He has been with the group | 
since 1947. Edward T. Keale, state 
agent at Kingston, N.Y., has been 
named to succeed Mr. Croker as state 
agent at East Orange. Mr. Keale joined | 
the group in 1956. 

Harold R. Onderdonk, who joined 
the company at East Orange in 1957 
and subsequently became special agent | 
at Trenton, succeeds Mr. Keale at | 
Kingston. 

Mathew J. Matzer has been named | 
state agent at New Brunswick to suc- | 
ceed the late Edward J. Garrison. Mr. | 
Matzer has been in the field at Balti- | 
more and Pittsburgh during his 32 
years with the group. 





Warren Special Representative 


Frederick A. Warren, special repre- 
sentative in the group’s systems de- 
partment, has been named _ special 
agent at New Haven. 

John J. Buchy has joined the group 
as special representative in the bond- 
ing department at Philadelphia. He 
has been with U.S.F.&G. in claims, 
underwriting and production in the 
Philadelphia area for 15 years. Louis J. | 
Cease, appointed bond special repre- | 
sentative at Buffalo, was formerly in 
the agency business there. 

Robert R. Ayles has been named 
assistant manager of the inland ma- 
rine-burglary-glass department at New 
York. He was a field man and later 
superintendent of inland marine at 
Chicago before being transferred to 
New York for administrative training. 


Security-Conn. Raises 
Quarterly Dividend 


Security of New Haven has declared 
a quarterly dividend of 30 cents a 
share payable Nov. 1 to stockholders 
of record Oct. 21. This represents an 
increase in the quarterly dividend from 
25 cents to 30 cents in keeping with 
the board’s policy of increasing the 
dividend as investment and under- 
writing earnings justify. 

The directors also declared a 3% 
stock dividend payable Jan. 25, 1961, 
to stockholders of record Dec. 27. This 
is the fifth consecutive year that this 
dividend has been declared. 

E. Clayton Gengras, president of 
the company, stated that preliminary 
reports indicate that earnings of the 
company will not be materially af- 
fected by losses from Hurricane Donna. 


Gay & Taylor Opens New Offices 
Gay & Taylor, adjusters, has opened 
three new offices at Mobile, Ala., | 
Augusta, Ga., and Charlottesville, Va. | 
The company has appointed Charles | 
D. McDavid manager at Mobile, Vin- | 
cent M. Davison manager at Augusta, 
and Landon K. Williams Jr. manager | 
at Charlottesville. | 
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New in Boiler & Machinery— 
Functional Programming 


When you call on Royal-Globe’s Boiler & Machinery special 
representative for service on a risk, three important things happen. 
One, our planning specialist makes an on-the-scene analysis of the 
whole work-flow and of the functions 


. —_ : : C gt 7 
of the individual units that make it up. G & 
Two, he distinguishes critical, semi- W | CA | 
ee «.° . bal 2 rare R N a 
critical and non-critical units one from scmree TA td 


another by how vital they are to the 
whole process. Three, he quotes pre- 
miums based on the entire work-flow 
and on the functional distinctions he 
has uncovered. This classically straight- 
forward but nonetheless new approach 
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gives your client a Boiler & Machinery _=—— 

program he will understand and really | 
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want. Functional programming is 
available coast-to-coast, border-to- 
border. If you want to sell B & M insur- 
ance, call Royal-Globe today! 
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Cites Ambiguity In Windstorm Cover 


An examination of cases dealing 
with the scope of windstorm coverage 
indicates that the underlying principles 
and values of the standard fire policy 
have not been maintained under the 
windstorm section of the extended 
coverage endorsement. This view was 
expressed by Pinkney Grissom of the 
Dallas law firm of Thompson, Knight, 
Wright & Simmons in a talk to the 
insurance section of American Bar 
Assn. at its annual meeting in Wash- 


ington. 

The mass of conflicting decisions 
regarding the proper limits of the in- 
surer’s liability for damage resulting 
from a windstorm make it evident that 
it is the likelihood of litigation, not 
the certainty of interpretation and 
loss settlement, which has been sub- 
stantially increased. 

Moreover, a policyholder would find 
it extremely hard to believe that the 
scope of his windstorm protection was 


a matter of common knowledge, de- 
terminable without the necessity of 
consulting an attorney or insurance 
broker. Furthermore, at least some of 
the courts are not at all convinced 
that the fine print and sharp prac- 
tices by unscrupulous insurers have 
been eliminated in the matter of 
windstorm coverage, Mr. Grissom not- 
ed. 

He said that there is, of course, no 
infallible or instantaneous solution 
for preserving the objectives of the 
standard fire policy in the area of 
windstorm coverage. Even complete 
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standardization of policy terminology 
will not suffice. Some lack of uniform- 
ity and uncertainty will necessarily oc- 
cur despite similarity of policy word- 
ing. Thus, courts have reached di- 
vergent results even though the par- 
ticular terms or phrases under con- 
struction were identical, such as 
“windstorm” or “direct loss by wind- 
storm.” 


Substantial Step Forward 


However, it is possible to take a 


at least the goals of certainty of in- 
terpretation and loss of settlement, 
reduction of litigation, simplicity and 
clarity of policy language, and preser- 
vation of good will, Mr. Grissom be- 
lieves. It is no secret that insurers are 
at a distinct disadvantage when liti- 
gation is required over the interpreta- 
tion of policy language. Indeed, this 
has given rise to a seeming rivalry 
between the courts and the insurers. 
Courts normally interpret existing pol- 
icy language to allow the broadest pos- 
sible limits of recovery, whereupon 
insurers change the terminology in 
question in an attempt to abrogate the 
effect of the particular decision. 

By utilizing the same process in a 
prospective and affirmative manner— 


instead of awaiting a decision and | 


then inserting new language designed 
to alter the court-imposed liability— 
the major objectives of the standard 
fire policy could be advanced. Speci- 
fically, the effect of the present ter- 
minology of the windstorm clause of 
the EC endorsement should be reap- | 
praised in light of the problems pre- 

sented by past decisions which have 

considered the 
coverage. Then, based upon this analy- 


sis, the precise intended scope of wind- | 


storm protection should be delineated 
clearly and explicitly in unambiguous | 
terms. 


Specific Suggestions 


The possibilities for such clarifica- 
tion are, of course, as numerous as the 
problems themselves which have been 
manifested by prior windstorm cases, 
Mr. Grissom declared. For instance, 
the policy could expressly state that a 
“windstorm” is a wind of a certain 
measured velocity—or that it is merely 
a wind of sufficient force to damage 
the insured property, if that property 
were in reasonably good condition. 


Similarly, reappraisal of the wind- < 


storm section might lead to express 
exclusion or assumption of liability for 
interior damage caused by rain, snow 
or dust entering the building through 
a man-made hole 
mately exposed by a windstorm. The 
extent of coverage for the collapse, 
during a windstorm, of insured prop- 
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erty which was defectively constructed 
or in a state of deterioration could 
also be expressly treated. 

Moreover, Mr. Grissom continued, 
the policy might deal explicitly with 
the confusing and troublesome prob- 
lems of successive and conjoining 
causes—adopting whichever of the di- 
vergent approaches in this area was 
deemed most desirable. In any event, 
such a clarification based upon a re- 
appraisal of past decisions would en- 
able the policyholder to know exactly 
what coverage he was getting, and 
would preclude assertions that the in- 
surer was, by resisting a claim upon 
the interpretation of policy language, 
attempting to escape liability for its 
advertised coverage. 


Difficulties Present 


This suggested policy clarification 
based upon a needed reappraisal of 
past decisions will encounter numer- 
ous difficulties, Mr. Grissom believes. 
From a practical standpoint, insur- 
ers do not wish to affect the salabil- 
ity of their policies by encumbering 
them with a multitude of exceptions, 
exclusions and definitions. Moreover, 
such factors as state regulation (re- 
quired administrative or legislative 
approval of policy changes), geograph- 
ical differences, and competition be- 
tween companies would have to be 
overcome to obtain a clearer and more 
definitive statement of the limits of 
windstorm coverage in all jurisdic- 
tions. 

Because of these same barriers, it 
will most certainly be some time before 
any unanimity is achieved in regard 
to the scope of windstorm coverage. 
However, this span could be materi- 
ally lessened—and the benefits of in- 
creased good will, certainty of inter- 
pretation and loss settlement, and re- 
duction of litigation could be realized 
even more immediately—if there were 
a concentrated and concerted effort to 
define the scope of windstorm cover- 
age in terminology such as that en- 
visaged by the draftsmen of the 
original New York standard fire pol- 
icy: Language so plain that it could 
be understood without the necessity 
for consulting a lawyer or underwriter 
to learn what the latest adjudications 
were. 


Group Of NYC Brokers Form 


‘Union’ To Curb Cancelling 


At a meeting in New York City 
sponsored by Kings County Insurance 
Brokers Assn., more than 100 automo- 
bile insurance brokers formed a “brok- 
ers union.” Purpose, according to the 
association, is “to protect both the driv- 
ing public and insurance brokers from 
being ‘horse-whipped’ by the major 
auto insurance companies. The form 
of organization was not disclosed but 
the announcement stated that it was 
“designed after the labor movement.” 


Major Purpose Told 


Major purpose of the “union” is to 
effect changes, legislative and other- 
wise, that will reduce cancellations, 
described by the brokers as_ being 
“without cause.” 

Assemblyman Lerner spoke at the 
meeting and said he would sponsor 
legislation to ban the practice of in- 
surers cancelling large numbers of pol- 
icvholders “without adequate cause.” 
Insured, he said, are being forced into 
the high surcharge, low coverage as- 
signed risk plan. 

City Councilman Kranis of Brooklyn 
told brokers he will introduce a reso- 
lution in the city council urging the 
state to promptly enact anti-cancella- 
tion legislation. Assemblyman Turshen 
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of Brooklyn told brokers he will fight 
the practice of tie-in sales of fire in- 
surance with auto coverage. Brooklyn 
and the Bronx pay the highest rates 
in the world, “an abominable situa- 
tion,” according to Assemblywoman 
Rayn of the Bronx. “The accident rate 
is not as high, in proportion, as the 
rates,” she declared. 

Brokers attended from throughout 
the metropolitan area. 


Allied Mutual Purchases 


Phoenix General Agency 


Allied Mutual has purchased the E. 
E. Schumacher general agency of 
Phoenix. John F. Bloom has been 
transferred from Nebraska to the 
agency as field manager, and R. R. 
Walker has been shifted from the 
home office claims division to become 
resident claims manager. Mr. Schu- 
macher will continue as manager. 

The agency is slated to continue as 
general agency for Maryland National 
and Harford Mutual. 


Casualty Club Elects 


Casualty & Surety Club of Buffalo 
has elected Frank P. Trumble, Sey- 
mour agency, president; Donald J. 
Gregory, assistant manager Indemnity 
of North America, vice-president; and 
John C. Travers Jr., Buffalo Fire Of- 
fice, secretary-treasurer. 


St. Paul Agents Reelect Peolen 
David Peolen has been reelected 
president of Independent Insurance 
Agents of Greater St. Paul. Howard 
Overmann was named vice-president 
and Casimir L. Cyptar was reelected 
secretary-treasurer. 


Name Winners Of Youth 
Fire Safety Project 


Jane Schlafer and Roger D. Moan 
have won the 1960 national youth fire 
safety project sponsored by National 
Assn. of Mutual Insurance Companies. 
They were presented with awards 
at the association’s annual convention 
at Seattle. 

The Baltic, S. D., boy has worked 
four years to gain the top award. He 
built a miniature farm model showing 
35 common hazards and displayed it 
during Fire Prevention Week. Roger 
also demonstrated, “Fire Prevention 
by Inspection,” at the state fair, con- 
structed a thermostatic control fire 
alarm for entry in a science fair, and 
inspected local farms. 


Girls’ Division Winner 


Top winner in the girls’ division, 
Miss Schlafer of Stockton, IIl., inspect- 
ed farm buildings, gave educational re- 
ports in her high school, and dis- 
tributed to the farm families a list of 
things to do if a fire broke out. 

The first place awards consisted of 
the Harry P. Cooper Sr. memorial 
award plaque, a check for $100, and 
an all-expense paid trip to Seattle to 
attend the association convention. 
Second place awards of $50 and 
plaques went to Julie De Tar, Claren- 
don, N. Y., and Gene A. Watson, Tip- 
ton, Ind. 

Industrial Indemnity Names Two 

Industrial Indemnity has assigned 
Leo J. Coleman and Dale D. Tool to 
San Diego as underwriting manager 
and claims manager, respectively. Mr. 
Coleman joined the company in 1951 
and has been special agent at Sacra- 
mento. Mr. Tool has been claims su- 
pervisor at Long Beach for four years. 
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United National Is 
New Pa. Insurer 


United National, a stock casualty in- 
surer recently formed with $150,000 
capital and $75,000 surplus paid in, 
is in the process of increasing its cap- 
ital to $350,000 and surplus to $175,000. 
Offices are at 1512 Walnut Street, 
Philadelphia. Initially the company 
will write automobile and general lia- 
bility but plans to get into auto PHD 
and general fire business shortly. It 
will write standard risks but will con- 
sider unusual ones. 

Raymond L. Freudberg is president 
and general manager. Albert B. Ger- 
ber and S. Harry’ Galfand, Philadelphia 
attorneys and financiers, and Mr. 
Freudberg are the principal owners 
of the Madison agency, which is the 
principal stockholder in United Na- 
tional. The three operated Empire 
Mutual of Philadelphia for nine years 
until last May 1. Mr. Galfand is sec- 
retary of the new company and Mr. 
Gerber general counsel. Arlin M. Ad- 
ams, attorney, is treasurer. Directors 
include Eugene P. Higgins, insurance 
accountant; J. H. Pye Jr., agent and a 
member of the insurance staff of Tem- 
ple University; Samuel Weinrott, pres- 
ident of Industrial Trust Co.; and Ben- 
jamin Stern, president of United News 
Transportation Co., prominent in the 
field of commercial trucking. 

Mr. Freudberg, Mr. Gerber and Mr. 
Galfand in 1954 were among the or- 
ganizers of Plymouth Mutual Life and 
have served that company as officers 
since its inception. 

Iowa Mutual Tornado of Des Moines 
has entered the homeowners field, it 
was announced at a meeting of agents. 
The policy will be sold only on proper- 
ties in towns and cities. 
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OHIO FARMERS 
SUPERIOR RISK 


We're adding another ‘‘S’’ to TRIPLE-S to make it 


the SENSIBLE WAY for the Independent 


INSURANCE COVERAGE 


The Triple-S Budget Payment Plan, initiated by 
Ohio Farmers Companies just 3 months ago, 
has exceeded even our greatest expectations. 
So we went out into the field and asked agents 
why. And time after time they said, “it’s easier 
for us to sell — it’s the SENSIBLE way to sell.” 
So we suddenly realized we had missed what 
is perhaps the most important S of all — “The 
So,we’re adding another S 
and a new name, too. 


Ohio Farmers 4-Star Budget Payment Plan. 


OHIO FARMERS . Streamlines your office procedures. 


Seen , | Your working capital ... reduces accounts receivable. 
a . *. Your prospects with strong selling points. 
—— i To sell more insurance coverage 


Ohio Farmers Companies 


INSURANCE COMPANY — CHARTERED 1848 
INSURANCE COMPANY —LE ROY, OHIO 
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Discuss Idea Of CPCUs Only As Agents 


The idea of permitting only CPCUs 
to be licensed as agents was discussed 
during the clinic conducted by Loui- 
siana 1752 Club at the annual meeting 
of Louisiana Assn. of Mutual Insur- 
ance Agents. Oliver L. Braud, New 
Iberia, La., agent, reports on the dis- 
cussion in the Louisiana Dividend, 
the agents’ association publication. 

Suppose _ that legislation were 
adopted to the effect that an agent’s 








“He’s a big help in getting tough renewals” 


Better let this sleeping dog lie, Gridley, 
while you make a connection with easy- 


license would be issued by the insur- 
ance department after April, 1963, only 
to CPCUs. The grandfather clause 
would be inserted to provide that all 
licensed agents then operating would 
qualify automatically. 

The first reaction was negative, Mr. 
Braud noted. However, as the discus- 
sion continued, both support and op- 
position developed. It was evident that 
support might arise among both stock 
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to-renew Bituminous comp and liability 


underwriting. First rate engineering and 
prompt claim service team up continuous- 
ly to keep the door open at renewal time. 
Holding a strong competitive position is 
also made simpler by modern rating 
concepts which tailor the coverage to in- 
dividual needs. Another record year of 
underwriting volume has proved that 


comp and liability insurance buyers re- 
new more readily with Bituminous. 


and mutual independent agents. 

Among the arguments that were 
advanced in favor of the proposal 
were that it would definitely raise 
the level of insurance to a semi-pro- 
fessional level. Attorneys did the same 
thing years ago. Young men and wom- 
en could decide on a career in insur- 
ance and educate themselves along 
those lines. 


Would Eliminate Exams 


Also, it would eliminate the exam- 
inations now required. Political influ- 
ence in agency licensing would auto- 











BRANCH OFFICES AND 
SUPERVISORY GEN'L AGENTS: 


Atlanta, Ga.; Belleville, Jll.; Birmingham, Ala.; 
Charlotte, N. C.; Chicago, Ill.; Coral Gables, Fla.; 
Dallas, Tex.; Detroit, Mich.; Indianapolis, tnd.; 


Kansas City, Mo.; Louisville, Ky.; Milwaukee, Wis.; 
Minneapolis, Minn.; Nashville, Tenn.; New Orleans, 
La.; Omaha, Neb.; Philadelphia, Pa.; Pittsburgh, Pa.; 
Richmond, Va.; Rock Island, III., and St. Louis, Mo. 
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matically be removed. The demand jor 
CPCU courses would enable colleges 
and universities to expand their facil- 
ities to provide them. 

The legislation would put a stop to 
indiscriminate appointment of agents 
by the insurers. Companies would be 
benefited by the grading up of repre- 
sentation. Certainly the public would 
be better served. Companies and the 
business as a whole could undertake 
projects not now possible because of 
poor training and equipment of many 
agents. 

Arguments advanced against the 
proposal were that it would curtail 
the number of young men able to get 
into the business and consequently 
curtail company expansion; it would 
prevent an agent from leaving his 
business to a son unable or unwilling 


em 


to obtain the CPCU designation; and | 


it would reduce the market for agen- 
cies that were for sale. Field men 
would be forced to become CPCUs. It 
would tend to reduce competition. Per- 
sonal lines do not need men with in- 
surance knowledge but need good 
salesmen. 


Mr. Braud added comments of his , 


own in his article in the Dividend. He 
pointed out that men could engage 
in the business as solicitors without 
the CPCU designation. 


Doctors And Lawyers 


Many of the problems involved in 
effecting such a proposal were faced 
by lawyers and doctors. With a 
marked demand for their services, the 
CPCUs would be pretty well assured 
of employment upon graduation. The 
grandfather clause would take care 
of non-CPCU sons of agents up to the 
cut-off date. The market for agencies 
would be curtailed somewhat; how- 
ever, most agencies sold today are sold 
to existing agents. 

Also, he states, field men would 
not be required to become CPCUs. 
However, if they eventually had more 
CPCUs than non-CPCUs to call on, 
they might find it advantageous to 
become CPCUs. Mr. Braud doubts that 
the proposal would reduce competi- 
tion. It might be necessary for agen- 
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cies to become larger. The establish- 


ment of high standards in engineer- 
ing, legal and medical professions did 
not eliminate competition through reg- 
ulation. A beginning must be made. 
Personal lines are more subject to 
mass selling, he observed. But all 
agents have experienced occasions 
where lack of knowledge even in these 
lines was embarrassing and in some 
cases dangerous. The automobile pol- 
icies today, and the varieties of 


homeowners are not all that simple. ? 


Aetna Casualty Names 
Thompson At N. Y. 


Aetna Casualty has named A. Ed- 
ward Thompson manager of the special 
risk division at New York. He succeeds 
Vincent E. Baldwin, who has retired 
after 37 years with the company. Otto 
Kaufmann has been named _ superin- 
tendent of the division. 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 
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Decries N. Y. Contingent Fee Ruling 


(CONTINUED FROM PAGE 6) 
court’s power exists and may be ex- 
ercised there, then it exists and may 
be exercised with respect to fees of 
all attorneys in all fields of the law. 

Mr. Beckham conceded that the bar 
association’s canons of ethics provide 
that a contract for a contingent fee, 
where sanctioned by law, should be 
reasonable under all the circumstances 
of the case, including the risk and un- 
certainty of the compensation, but 
should always be subject to the super- 
vision of a court, as to its reasonable- 
ness. However, the power to supervise 
fees as to reasonableness does not in- 
clude the power to set up an arbi- 
trary standard of what will be pre- 
sumed reasonable ahead of time. The 
circumstances must appear before their 
impact can be evaluated. 


Consider All Circumstances 


The canons in providing that a con- 
tingent fee should be reasonable under 
all the circumstances of the case, clear- 
ly require that any court supervising 
such reasonableness should consider 
all the circumstances of the case under 
consideration and make its decision 
on that basis. This obviously can not 
be done until after the case is conclud- 
ed, Mr. Beckham declared. 

Lawyers have traditionally under- 
valued their services, he continued. 
They have also had the problem of 
competitive fee cutting. Most bar as- 
sociations have adopted minimum fee 
schedules to help with these twin 
problems by serving as a base below 
which lawyers should not go. Judi- 
cially unregulated contingent fees have 
not produced a prosperous bar. The 
bar of this country is currently en- 


gaged in an important program to help 


E J. H. Lea & Company, as a com- 
| plement to its basic reinsurance 
| facilities, offers a cost-free pro- 
| fessional management and statisti- 
| cal counselling service designed to 
» help you reappraise your internal 
— procedures and expense controls. 
". Highly qualified experts assess 
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pertinent business facts, figures 
and trends—integrate a new di- 
mension in your search for in- 
creased efficiency and value. De- 
tails may be obtained by writing 


TREATY: FACULTATIVE 


J.H. LEA & C9. [NC 


209 South LaSalle St. » Chicago 


ANdover 3-6232 


J.H. LEA & CO. [1D. 
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raise the income of the lawyers in or- 
der to protect the financial independ- 
ence of the lawyer and his family and 
to make the profession equally as at- 
tractive as other professions to out- 
standing young people. 


Lawyers’ Earnings 


This program has been found nec- 
essary in spite of the fact that approxi- 
mately 70% of all litigation is handled 
on a contingent fee basis which is ju- 
dicially non-regulated, except for the 
two divisions in New York. 

Figures from the Statistical Abstract 
of the U.S. show that while, from 1929 
to 1951, the employes of all industry 
had increased their average annual 
earnings by 131%, non-salaried phys- 
icians by 157%, and dentists by 83%, 
lawyers had increased their average 
annual earnings by only 58%. In 1951, 
which is the last year for which fig- 
ures are available, physicians averaged 
$13,432, and lawyers averaged $8,855 
a year. 

“In this economic climate is it de- 
sirable, in an alleged effort to curb a 
small group of unethical practitioners, 
to suggest to the public that all law- 
yers who have contingent fee contracts 
in personal injury cases, are presump- 
tively incapable of contracting for a 
fair and equitable fee?” Mr. Beckham 
asked. He wonders if it is desirable 
to demean, degrade and subjugate an 
entire segment of the bar, without re- 
gard to individual innocence or guilt, 
to correct the evils of a few when they 
could be remedied by other existing 
weapons. 

Freedom Of Contact 

Contingent fee contracts have been 
developed through generations of ex- 
perience in a free economy, he went 
on. That they have been the subject 
of abuse in some instances is not an 
indictment, for this is true of all in- 
stitutions. The latest tabulation which 
was prepared several years ago by the 
Institute of Judicial Administration 
does not give any cause for alarm. It 
noted that the fees range between 20% 
and 50%, the latter percentage being 
limited in most instances to cases in- 
volving appeals. 

The vast majority of lawyers have 
not abused contingent fee contracts, 
and adequate machinery exists to deal 
with the overreaching few. Mr. Beck- 
ham believes that lawyers are entitled 
to the same basic freedom to contract 
as other men. They acknowledge that 
their relationship with their clients is 
fiduciary in nature and may be re- 
viewed for evidence of overreaching 
or fraud, but they believe that this can 
be done only after the event, and sub- 
ject to a review of all the circum- 
stances involved. They believe that 
lawyers are co-officers of the courts 
with the judges and are not their 
subjects. Finally, attorneys deny that 
a New York lawyer, arguing cases be- 
fore his “fee-setter’’, can exercise that 
freedom of speech, judgment and ac- 
tion which is demanded by the highest 
traditions of the bar, Mr. Beckham 
concluded. 


Murphy Named In Underwriting 


For Consolidated Mutual Of N. Y. 

Matthew A. Murphy has been made 
assistant vice-president in charge of 
underwriting for Consolidated Mutual 
of New York. Mr. Murphy, formerly 
manager of the company’s underwrit- 
ing department, was previously a se- 
nior underwriter for Zurich. He is a 
member of the faculty of the New 
York City School of Insurance. 





Plan the protection 
with these values in mind 


@ Jewelry, silverware, furs, cameras, 
sports equipment, other valuable 
articles. Many of your clients and 
prospects have a fairly large invest- 
ment in these classes of personal 
property—one they want to protect. 
It’s good reason to recommend that 
the Personal Articles Floater be car- 
ried. No other policy provides the 
same “‘all risks” protection on these 
valuables. Consider that eight or more 
classes of articles can be scheduled 
under this single policy, and at favor- 








ably low rates. Moreover, that it can be 
written to round out coverage of any 
of the homeowner’s package forms. 

In short, this inland marine floater 
offers special opportunities to pro- 
ducers who want to go a step beyond 
the basic package plans—bhy broaden- 
ing coverage, providing better value to 
clients. If you use this sales approach, 
point it up with the solid advantage 
that our service facilities can give you 
in building inland marine volume 
from personal and business sources. 
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Expert Defends Auto 
Merit Rating Plans 


LeRoy J. Simon, associate actuary 
of North America, has denied that auto 
merit rating is actuarially unsound. In 
a talk at the semi-annual meeting of 
Casualty Actuaries of Philadelphia he 
also countered the charge that merit 
rating plans call for highly selective 
underwriting. 

Such selective underwriting would 
occur only if the rate level were in- 
adequate either in certain classes or 
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over the entire rate structure, he as- 
serted. While some believe that merit 
rating has been accompanied by a gen- 
eral depressing of the rate level, in- 
adequate rates have nothing to do 
with merit rating per se. When sta- 
tistics are available, it will be possible 
to judge whether any of the merit rat- 
ing classes had rates established ini- 
tially which missed the mark from the 
standpoint of adequacy, Mr. Simon 
declared. 

He noted that whenever an actuary 
is able to discern an objectively meas- 
urable characteristic that can be shown 


to have a significant effect on the rate, 
this should become part of the rate 
structure. What is “left over” is termed 
an underwriting consideration. Any 
factor that can be measured and ap- 
plied equitably to all risks can prop- 
erly be made part of a rate structure. 


Class Plan Extension 


Mr. Simon also said that merit ra- 
ing is really an extension of the class 
plan. He defended other aspects of 
merit rating which have been attacked 
by critics and labeled these criticisms 
as “myths.” 








Is YOUR FACE RED? 


Ever know of a company that didn’t need a Fidelity 
Bond—or didn’t have one when needed? Ever 
think of the premiums you may be missing? 
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If so, it’s time to think of America Fore Loyalty 
—a pioneer in bonding with outstanding facilities 
in every leading city in all areas of the country. 
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Rules When Carpet 
Isn't Part Of House 


The question of whether carpet- 
ing was personal property or part of 
the building was decided by Oklahoma 
supreme court in favor of the personal 
property interpretation. The case was 
that of Hartford Fire vs Balch et al, 
CCH 10 (Fire & Casualty) 272. 

Two insurers were involved. Hart- 
ford Fire insured the dwelling and 
New York Fire the contents. Insured 
returned home to find the carpeting 
in the halls and three bedrooms soaked 
with water, allegedly as the result of 
an explosion in the hot water system. 
The carpeting cost $686 to replace. 
The flooding also damaged the hard- 
wood floors in the closets plus mis- 
cellaneous damage, all of which added 
up to $361. The parties waived a jury, 
and the lower court judge ruled for 
insured. 

New York Fire contended that the 
carpeting was not personal property 
but was a part of the residence, that the 
rug pad was cemented around the 
edges and the rug was nailed with 
small cement nails under the mould- 
ing. 

The appeals court upheld the opin- 
ion of the lower court that the carpet- 
ing was personal property. The small 
amount of glue used and the small 
tacks were to hold the carpeting in 
place and not to fix it permanently 
to the floor. Also, the supreme court 
held, insured did not intend the car- 
peting to become a part of the dwelling. 

Both insurers argued that there 
was insufficient evidence to show that 
an explosion occurred in the hot water 
system. This contention was dis- 
missed by both courts. 

Hanson & Peterson of Oklahoma City 
appeared for Hartford Fire, and Sand- 
lin & Daugherty of Holdenville for 
insured, 


La. Defines Catastrophe 
For Rate Making Purposes 


The fire division of Louisiana in- 
surance rating commission has ap- 
proved a 15% increase in extended 
coverage rates effective Oct. 1. The 
filing by Louisiana Rating & Fire Pre- 
vention Bureau was made in Decem- 
ber, 1958. 

In filing experience to support the 
rate increase the bureau used losses 
incurred in Hurricane Audrey of sev- 
eral years ago. The fire division con- 
tested the rate increase on the grounds 
that the rate structure contained pro- 
visions for catastrophe allowance, and 
it felt that Audrey losses should be 
paid out of the catastrophe portion of 
the premium, rather than being treat- 
ed as ordinary losses. 

As a result of a considerable amount 
of investigation by the fire division, 
it reached the conclusion that nobody 
knew specifically what a catastrophe 
wes or how it should be handled in 
arriving at rates. Numerous other de- 
partments were queried on the subject 
and reported handling the matter in 
various Ways. 

With the approval of the new rates, 
the fire division of the Louisiana de- 
partment specifically defined a catas- 
trophe. The definition is to be used in 
the future for determining the level of 
fire and EC rates. 

Provisions relating to catastrophe 
shall include a reasonable permissi- 
ble loss ratio which takes a catastrophe 
factor not exceeding 5%, and an ac- 
ceptable definition of catastrophe 
which excludes all losses in excess of 
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not more than $100,000 per company , 


per catastrophic occurrence. 





Septen 





meoneeggeesay tats 





“Bu 
kn 


CG: 

Depa 
techn 
paper 
out cl 
comm 


YoU 
in it 1 
CG: 

long \ 
make 
cies, 

prese 
effect 
over : 
to sp 


You 


about 


Life 1 











et- 
of 
ma 
nal 
vas 
al, 


rt- 
ind 
red 
ing 
ced 

of 
om. 
ce, 
rd- 
is- 
led 
ry, 
for 


the 
rty 
the 
the 
ith 
ld- 


in- 
et- 
all 
all 

in 
tly 
urt 
ar- 
ng. 
ere 
hat 
ter 


lis- 


ity 
id- 
for 








| 
| 
| 
| 
| 


September 23, 1960 


“But I don’t have the 
know-how for life!” 


CG: You don’t need it! Our Life, 


Department takes care of all the 
technical knowledge, plus all the 
paperwork! And does it gladly, with- 
out charge to you. Yow take all the 
commissions! 


YOU: Now wait a minute...what’s 
in it for you? 


CG: We’re like you...we take the 
long view. Here’s what happens...we 
make analyses of your clients’ poli- 
cies, show them how to make their 
present premium dollars work most 
effectively. The sales come gradually, 
over a period of time...only in answer 
to specific client needs. 


YOU: You’re reaching me...what 
about profits? 


CG: You may have an increase in 
your profits of 15‘« or more per year. 
And, at no extra expense to you. It 
will pay you to call our nearest office 
... right now! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 
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(CONTINUED FROM PAGE 1) 
retiring president, said in his opening 
address. 

“It is the duty of the state super- 
| visory officers in our insurance depart- 
ment to take immediate steps to pro- 
ltect the insurance buying public 
|against the inroads of unscrupulous in- 
surance companies,” he said. 

“Unless stopped, it may be only a 
short period of time until you find 
coin-operated policy dispensing ma- 
chines in super-markets. You may al- 
|so find insurance literature, policy ap- 
plications and insurance counters in 
super-markets or other establishments 
where public traffic is heavy.” 


Public Would Be Loser 


Not only would such activities be 
contrary to current state laws, he said, 
but the public would be the big loser. 
“There are many unsatisfactory results 
that will accrue to the insurance buyer 
at the time of loss because he pur- 
chased a price-tagged, restricted type 
of policy containing many provisions 
which will never be understood until 
the loss occurs and then it is too late.” 

An “opening wedge” in that direct- 
tion, Mr. Johnson reported, is a travel 
policy currently being sold through the 
medium of Standard Oil Co. recom- 
mending the purchase of such insur- 
ance on company letterheads through 
their credit and service departments. 

“The signature of an oil company 
executive on this letter announcing 
and/or soliciting the insurance cer- 
tainly has the characteristics of aid- 
ing, abetting or assisting the sale of 
insurance,” Mr. Johnson said. “This is 
in violation of Minnesota statutes, but 
it appears necessary that we prove our 
contention in order to have corrective 
measures taken by our state insurance 
department.” 

Commissioner Cyrus E. Magnusson 
|said an all-out campaign has been 
launched by the Minnesota department 
against out-of-state companies flood- 
ing the state by mail with insurance 
|sales materials that are “misleading 
and deceptive.” 


Has No Direct Control 


“Unfortunately our department has 


no direct control over this situation 
because the companies are not li- 
censed in this state and the federal 


|postal system is not, of course, sub- 
ject to state authority,” he said. “How- 
lever, we are indirectly attacking this 
problem with every weapon we can 
employ, and have alerted the insur- 
ance department of the home state of 
each such unlicensed company expres- 
sing our objections.” 

Regarding the Standard Oil situa- 
ition, Mr. Magnusson said his depart- 
| ment had carefully reviewed the pro- 
|gram and had reached the “absolute 
opinion” that the oil company is offer- 
ing only a service of billing and col- 
| lection. 
| “Under existing laws, it is the con- 
| viction of the Minnesota insurance de- 
partment that both of these operations 
(one offering credit life and disability 
|/insurance to purchasers of company 
|products ‘at no extra cost,’ and the 
other involving a plan whereby credit 
card holders may purchase a travel- 
accident policy on a ‘pay-later’ basis) 
are proper, and the legality of such 
|programs is clearly defined and es- 
| tablished,’ Mr. Magnusson added. 
| “The Minnesota insurance depart- 
| ment is keenly aware of the many ad- 
|vertising and promotional schemes 
that have been devised and created to 
| promote the sale of insurance on what 
| we believe to be an improper and de- 


Score ‘Mail Order,’ Supermarket Selling 


grading basis,” he concluded. “We 
have denied and disapproved plans 
that would certainly have lowered the 
high standards the insurance industry 
has built up over the many years.” 

The companies’s position on reduced 
commissions and direct billing was ex- 
plained in a forthright address by 
Wayne Childs, vice-president of Great 
Northern, at a session for metropolitan 
agents. 

“As to commission changes,” said 
Mr. Childs, “the insurance business is 
subject to the same economic factors 
as any other business. Companies had 
to make more of the premium dollar 
available to pay losses. If a company 
did reduce commissions and not follow 
it up by a reduction in company oper- 
ating expense, those commissions were 
unfairly reduced. Not at any time was 
there the plan by the company that a 
reduction in commissions would bring 
additional profit to the company. The 
plan demanded a cut in expense items 
on both sides and the major portion 
was taken by the company. 

“No company will overlook the fact 
that the commission paid must pro- 
vide a fair and reasonable compensa- 
tion. The commission paid depends up- 
on the market for the goods sold. Com- 
petition cannot help but dictate net 
incomes for all concerned. What fu- 
ture commissions amount to in per- 
centages will depend upon the market 
for the goods that are being sold. 

“When we pay a higher commission 
to buy from the agent business that is 
the so-called preferred business, bus- 
iness that usually on simple lines re- 
quires little servicing or salesmanship, 
then we add an expense that is not 
justified and we make it easier for 
our competitors to move in on this 
class of business. The compensation 
paid in commissions must be reason- 
able and fair to all parties.” 

Regarding direct billing, Mr. Childs 
said: “A great deal of this new direct 
billing business we find to be business 
previously insured with competitive 
direct writers. Some of it is a most 
excellent class of business. We must 
continue to ferret out the wise guy who 
misrepresents his past business, but 
that is all part of the business.” 


Simplification A Must 


At a breakfast meeting Richard J. 
Layton, vice-president Rough Notes 
Co., told the agents that simplification 
of office work in the typical insurance 
agency is a “must” and that it can 
often be accomplished very easily by 
giving thought to better and less com- 
plicated ways of doing things. 

“There is no mystery to work sim- 
plification,” he said. “Just find the 
best possible way of doing any given 
job, and then do it!” 

Traffic accidents on the nation’s 
highways have grown to such an ex- 
tent that the privilege of insurance 
protection has almost been taken out 
of reach of many buyers, M. A. Hew- 
itt, association executive secretary, 
said. 

“We must slow down the rate of 
traffic accidents and death not only 
for humanity’s sake but also because 
of the resulting impact on insurance 
rates,” Mr. Hewitt said. “The accident 
growth has reached such a point that 
some drivers must either buy inferior 
insurance protection or skimp on their 
protection, thus failing to safeguard 
adequately their investment and fu- 
ture income. 

Integrity in the insurance business 
was stressed by William Peet, Minne- 
apolis. “Integrity means to me your 
duty unswervingly to make the true 


the 
Minute Man 
still 
stands 
for 
alertness 


25 











26 


today’s 
Minute Man 


..at the Middlesex Mutual and 
Lynn Mutual Companies can 
provide you with dependable, 
modern coverages that meet 
your clients’ needs best. The 
134-year-old tradition of the 
“Minute Man Companies” con- 
tinues today to contribute to 
( Agency growth by providing 
; faster, more dependable service. 
Middlesex Mutual and Lynn 
Mutual offer an increasing num- 
ber of progressive Agents the 
opportunity to build a better 
business, based on sounder 


client relationships. 
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Companies” 
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interests of those you serve para- 
mount to immediate gain for your- 
selves,” he said. “Integrity requires 
you in respect to the insurers you rep- 
resent to render full and accurate in- 
formation concerning all risks you 
would have them assume; to protect 
them from requests to assume risks 
you know to be uninsurable; to guard 
them against unwarranted depreda- 
tions by either insured or claimants. 

“Integrity requires you in respect to 
the insurance buying public to provide 
them with needed coverage against 
risks you know to be insurable; to rec- 
ommend procedures which may reduce 
or even eliminate immediate gain to 
yourselves where such procedures ap- 
pear to be in the insured’s best in- 
terest.” 


Explains Farm Form 


At a session for rural agents, Joseph 
M. Vetter, state agent for America 
Fore Loyalty group, explained the new 
amendments to the farm form in Iowa. 

Paul H. Jones, national president, 
called upon local agents to avoid being 
“seeing eye dependents.” He said: “In- 
dependent insurance agents. should 
listen adequately, read thoroughly, and 
think carefully about our business, and 
then pass their conclusions on to others 
in our business. There should be an 
honest, factual search for improve- 
ments in the procedures and tech- 
niques of both the insuring companies 
and the agents.” 

“How can new policies and methods 
be devised to meet competition when 
the men on the firing line—the agents 
—are omitted from most planning and 
preparation,” he queried. 

Arthur R. Upgren, widely-known 
economist, told the agents that taxa- 
tion, tight money and restraint in the 
rate of recent wage increases were the 
“three weapons” which have given the 
United States a stabilized economy. 

“Taxation—complete, anti-inflation- 
ary, at times retroactive, and always 
stern and burdensome—was the great 
weapon in the fight against inflation, 
and the late Sen. Robert A. Taft and 
President Truman worked like they 
were on the same ball team in piling 
on taxes,” Mr. Upgren said. 


Only Federal Debt Hasn’t Grown 


“The job was done so well that we 
have had only two sizable deficits in 
the federal budget in the 15 postwar 





years and have had three sizable 
surpluses. Although every one knows 
the opposite to be the case, it is a 


fact that only the federal debt has not 
grown in the postwar period when 
every other kind of debt has expanded 
greatly.” 

As far as the second weapon—tight 
money—is concerned, he said “we have 
now been holding the rate of growth 
in our total money supply to amounts 
consonant, at a constant price level, to 
the rate of productivity gain in the 
economy.” 

“No excessive money creation, 
inflation,’ he commented. 

On the matter of levelling-off on 
wage increases, Mr. Upgren said that 
for 20 years the steel industry in- 
creased wages by an average 8% 
per year ”and this helped greatly to 
produce inflation as we have experi- 
enced it in these same 20 years.” 

“Now we have seen the steel indus- 
try puta stop to this inflation act. Last 
January the increases in steel workers’ 
wages for this year, 1961 and 1962 will 
be at the annual rate of only 34%. 
This will help produce a_ growing 
economy without inflation.” 

As a result of these three factors, 
the economist added, “we have secured 
stability.” 

The importance of the national ad- 


no 


NYFIRO Changes Rates, 
Forms And Rules On 
Offices, Institutions 


New York Fire Insurance Rating 
Organization has reduced fire rates for 
certain office and institutional prop- 
erties, effective Sept. 19. As a result 
premiums are reduced an aggregate 
of $448,793 for New York City and 
$589,921 for the remainder of the 
state. 

In New York City, rates for offices 
are reduced up to 11.8% on masonry- 
walled constructions and up to 20% on 
fire resistive risks. Rates for churches 
are reduced from 15% on fire resistive 
risks to 25% on masonry-walled con- 
structions. Rates for hopitals are re- 
duced up to 13.3% on fire resistant 
buildings. 

Outside New York City, rates are 
reduced 15% on churches of fire-re- 
sistant construction. Rates are cut 
20% on protected schools with mason- 
ry walls, and 20% unprotected schools 
of frame and masonry construction. 
Rates are reduced 10% on frame, pro- 
tected schools. 

Rates for offices are reduced from 
5% on fire resistive buildings to 25% 
on masonry-walled protected build- 
ings. Under the form changes, use of 
a binder is optional and a list of re- 
vised standard forms was issued by 
NYFIRO. 

Under the specific-insurance rule, a 
provision has been added permitting 
modification of the improvements and 
betterments form to recognize such 
improvements by a sub-lessee. 

A provision has been added under 
the business interruption rule permit- 
ting an endorsement extending the 
period of indemnity beyond the date 
of restoration of the damaged or de- 
stroyed property. 

Under the extended coverage en- 
dorsement rule, the occupancy index 
will include self-service, coin-operated 
gasoline pumps, laundromats, and 
vending machines. Appropriate EC 
and vandalism and malicious mischief 
grades have been provided. 

In dwelling schedules outside New 
York City, farms are made eligible on 
the dwelling building and contents 
broad form. This form and the dwell- 
ing building special form have been 
revised to include a mandatory $50 
deductible applicable to damage by 
lightning or by artifically generated 
electrical currents to electrical appli- 
ances, devices fixtures and wiring. 


Three Named In A&S 


By American Casualty 

American Casualty has appointed 
three A&S_ representatives at two 
branches. 

At Chicago, John F. Mabry has been 
named field man, and Albert E. Brandt 
a group representative. Hal Watson 
Hooper has become field representative 
at New Orleans. 





vertising program of NAIA was 
stressed. However, as far as supporting 
this financially, the Minnesota agents 
will continue contributing on a volun- 
tary basis instead of being assessed 
for it as part of the state association 
budget. 

The story of Insurance Information 
Institute and its objectives was re- 
lated by Charles F. Simon, president 
of Minnesota Capital Stock Insurance 
Assn. “By the first of the year, we 
should see the program unfolding,” he 
said. “The purpose is to obtain better 
public understanding and acceptance. 
The goal of the Three I is to handle 
the industry’s problems, public rela- 
tions and education.” 





September 23, 1960) senten 




















AMERICA'S 
OLDEST 
REINSURANCE 
GROUP 


MULTIPLE LINE 
ADMITTED REINSURERS 


PRUDENTIAL 


INSURANCE COMPANY 
OF GREAT BRITAIN 


SKANDIA 


INSURANCE COMPANY 


THE 


HUDSON 
INSURANCE COMPANY 
Jj. A. MUNRO. President 

90 JOHN STREET 


NEW YORK 38, NEW YORK 
WOrth 4-0001 











FOR INTELLIGENT 


~ 


REINSURANCE ANALYSIS AND 


Service 
beyond 
the 
treaty 


FIRE-CASUALTY 
TREATY-FACULTATIVE 


Reinsurance 
AGENCY INC. 


141 ne 0 @1 6-10]. a ~] aA OP 
capaes 4, ILLINOIS 
WABASH 2-7515 


Charles A. Pollock, Ur. 


PRESIOENT 





Age 


16 deal of 


In man 
them n 
to give 
cause \ 
sition © 
to thei 
this ha 
tire a 
others 
up whi 


Can Ca 


I do 
type of 
chants. 
of one 
small 1 
The o1 
for thi 
been | 
skelter 
hesitat 
agents 
aroun 
to rec¢ 
age fr 
cases | 
two, 0 
the bi 
are m 
embra 
place 
of the 

Whe 
one a 
menti( 
they | 

I do 
met i 
under 
comps 
count: 
somet 
line il 
bility, 


some 
stance 
we us 
under 
our b 
ices | 
On o 
sation 
The « 
nies |] 
they 

risk © 
you I 
a cert 
man’: 
for tl 
comp 
such 

to us 
erage 
publi 








, 1960 
i 


September 23, 1960 


AkeNATIONAL UNDERWRITER 


| Agents Tell Account Selling Experience 
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(CONTINUED FROM PAGE 16) 

deal of their coverage to several agents. 
In many such cases we have requested 
them not to renew policies with us, but 
to give them to some other agent, be- 
cause we did not want to be in a po- 
sition where we could not do justice 
to their account. In some few cases, 
this has resulted in our getting the en- 
tire account, and in quite a few 
others it has resulted in merely giving 
up what we had. 


Can Carry Agents 


I don’t think that there is any one 
type of customer, other than small mer- 
chants, who are repelled by the idea 
of one insurance account. But many 
small merchants also welcome the idea. 
The only thing that is a little difficult 
for them is the fact that they have 
been buying insurance on a helter- 
skelter basis for many years, and they 
hesitate to put some _ paricipating 
agents out in the cold. We have gotten 
around this in some cases by agreeing 
to recognize a small amount of broker- 
age from licensed agents, or in some 
cases to carry the other agent for one, 
two, or three years, following which 
the business will be all ours. There 
are many ways to persuade people to 
embrace an over-all program, and to 
place it “with you to the elimination 
of the other fellow.” 

When customers argue against the 
one account principle, they not only 
mention reciprocity, but the fact that 
they have a relative in the business. 

I don’t believe as many problems are 
met in underwriting accounts as in 
underwriting in general. Most of the 
companies today are glad to have ac- 
counts underwritten. One difficulty 
sometimes arises because a multiple 
line insurer will take all the WC, lia- 
bility, automobile, etc., but is unable 
—because of a capacity problem—to 
take all of the fire insurance that may 
be involved: Building, contents, the 
U&O etc. In such cases, agency or fac- 
ultative reinsurance must be used. 

We try to place just about every 
account with one company. There are 
some exceptions to this rule. For in- 
stance, with our trucking companies 
we usually find that we receive better 
underwriting and better treatment on 
our bailees policies if we use the serv- 
ices of a marine specialty company. 
On our other lines, liability, compen- 
sation, etc., we use our major company. 
The only objection that some compa- 
nies have to the whole account is that 
they do not write a certain type of 
risk which is involved. For example, 
you may have a special deal involving 
a certificate-type policy for warehouse- 
man’s liability, and other coverage 
for this type of risk. An agent’s major 
company may not have facilities for 
such a risk. In that case, the agent has 
to use other companies for these cov- 
erages, but he continues to place the 
public liability, WC, boiler and ma- 
chinery, bonds, etc., with the major 
company in his office. 


Company Aid 


I don’t think that customers in gen- 
eral know or care if their account is 
placed with one company. Once they 
are sold on the idea of an agency 
handling the entire account, the 
agent can almost place the business as 
he wishes. Most insured are content to 
let the agent work out the details, once 
they have placed implicit trust in his 
service, honesty, and insurance ability. 

Field men have never helped us in 
any account selling, but only because 
we haven’t needed such help. All our 
salesmen have previously worked in 


specialized capacities for insurers, and 
we never call upon a company for 
sales help. We prided ourselves on 
practically never taking a field man 
of any company to visit risks. We take 
an adjuster on claims occasionally or 
a specialist when we are involved with 
a rather difficult boiler and machinery 
inspection or some similar problem. 
Company help is also used in con- 
nection with valuations on public 
buildings, school board property and 
other risks. 


* BS * 8 


A leading agent in the midwest 
writes: 

We try to cover fire, casualty, ma- 
rine and surety in our large metropol- 
itan area where a degree of specializa- 
tion is possible and, we believe, wise. 
We understand that the situation in a 
small town makes the inclusion of life 
insurance more logical and perhaps 
increasingly necessary. 

We have investigated the life in- 
surance question ourselves. This leads 
us to observe that in most large agen- 
cies in large cities it is a separate de- 
partment staffed by specialists. We 
have been advised that if we were to 
enter the life field, we would do bet- 
ter by creating a separate, affiliated 
agency for the purpose. 


Account Defined 


Our experience with account selling 
to individuals—and not to commercial 
or industrial accounts—and not includ- 
ing life, A&S, and hospitalization, is 
summed up below. 

A good candidate for an account is 
a family man, occupation already es- 
tablished, and with roots in the com- 
munity. He is probably from 26-35 
and with income from $6,000 up. 

The account usually starts with an 
automobile or household goods policy. 
Adequate automobile limits are the 
hardest to sell; household goods or 
dwelling policies are the easiest. Since 
we are an old, established office, our 
best leads come from relatives, busi- 
ness associates, and employers pres- 
ently on our books. We cement these 
relations with personal contact. This 
is time consuming but is still the best 
way to build a life long relationship. 
Personal contact is supplemented by 
occasional direct mail that emphasizes 
the agency and not the company name. 

The best argument for getting the 
policyholder on a full account basis or 
headed in that direction is to point out 
the convenience and sense of security 
he will get from dealing with one of- 
fice in all matters relating to all prop- 
erty and property rights and respon- 
sibilities. We emphasize that this gives 
his account status in a substantial in- 
surance office, contrasted with scat- 
tering his business among. several. 
Everybody’s business is nobody’s busi- 
ness. 


Customer Types 


Customers most attracted to the ac- 
count idea are those eager and busy 
with their own careers and progress, 
whose sights are well elevated. Those 
repelled by the idea generally are 
persons who take a small view of 
their own prospects and feel a desire 
to distribute a small account among 
as many friends as possible. 

The clients who argue against being 
a full account say they want to favor 
relatives, lodge brothers, church mem- 
bers and neighbors. 

Lately, they go out to shop for auto 
cover at the cheapest price. 

As to underwriting problems in ac- 
count selling, we have lost desirable 
fire business because of our inability 


under certain circumstances to place 
plate glass or public liability in a se- 
riously blighted neighborhood. 

Field men have not helped in our 
selling of accounts but this is due to 
our emphasis upon agency and our 
readiness to bear all our own expenses 
including stationery, blotters, adver- 
tising, and phone calls. 


Merrimack Mutual Names 


Briegal, Nason In South 


Executive Special Agent Kenneth 
M. Briegal has been promoted to man- 
ager of the south central department 
at Shreveport, La. of Merrimack 
Mutual Fire. He will be assisted by 
John T. Nason as special agent at 
Baton Rouge for Louisiana. Mr. Nason 
has been with General Adjustment 
Bureau as an adjuster and with Miller, 
Nason & Alexander agency of Baton 
Rouge. 


Wickard Joins Crum & Forster 

Jay Wickard, formerly with Amer- 
ican at Los Angeles, has joined Crum 
& Forster as special agent at Port- 
land, succeeding Jack Chadborne, who 
has been transferred. 
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Glens Falls Steps Up 
Premium Financing 


In all states except Texas and the 
Pacific coast territory, Glens Falls is 
making available to agents its expand- 
ed and simplified premium finance 
facilities through Glenway Corp., an 
affiliated firm. 

Gordon S. Barnum, vice-president 
of Glenway, has been appointed to di- 
rect the operation of the expanded 
organization. He has been active in 
the group’s premium financing since 
it was first initiated in 1936. 

Glenway will handle small, indi- 
vidual premiums or entire accounts, 
regardless of the number of companies 
or agents participating. The plan con- 
templates prompt payment of the fi- 
nanced premium to the agent, thus 
making full commission available to 
him soon after the policy is issued. 

In its kick-off campaign, Glenway 
is offering Glens Falls agents an ex- 
tensive array of advertising material, 
which includes everything from radio 
commercials to multi-colored win- 
dow posters. A new descriptive fold- 
er has been designed which is easy for 
the agent to carry with him and to use 
in determining payments, in preparing 
finance papers and in finding answers 
to questions confronting him. 
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Composite And Average 
View Of Michigan Agent 


Smith Reviews Mich. 
Results In NAIA 
Agency Cost Analysis 


GRAND RAPIDS—A view of the 
Michigan agent from the standpoint of 
averages was offered by Lawrence F. 
Smith, Stamford, Conn., agent and for- 
mer director of research and develop- 
ment of NAIA, in his presentation at 
the convention of Michigan Assn. of 
Insurance Agents here, of the results 
of the agency cost survey in this state. 

Of the results he had available to 
him, Mr. Smith observed that Michigan 
occupied an outstanding position. Fur- 
thermore, there was a remarkably good 
response in Michigan to the postcard 
survey and a 100% response to the de- 
tailed survey of 118 agencies. 

The average Michigan agent has 
$100,000 in annual premiums, Mr. 
Smith reported, with 1.4 principals per 
agency, 2.2 clerical office employes, 
and a market area having a population 
of 422,700. 


Breakdown Of Volume 





The figures, based on 1958 results, 
show that in Michigan, 19.6% of the 
agents have an annual premium vol- 
ume of $50,000 or less; 30.4% are in 
the $50,000-$100,000 range; 19.9% from 
$100,000 to $150,000; 14.9% from $150,- 
000 to $250,000; 10.9% from $250,000 to 
$500,000, and 4.3% from $500,000 to $1 
million. 

The detailed report from 118 agen- 
cies indicated that commission income 
is derived 38.2% from automobile, 
32.0% from fire, 9.1% from home- 
owners (and Mr. Smith said this is a 
fast-growing item), 7.2% from mis- 
cellaneous casualty, 5.2% from bonds, 
3.3% from workmen’s compensation, 
2.5% from A&S, 1.8% from marine and 
.6% from commercial package policies. 

Of the $100,000 annual premiums re- 
ceived, $76,860 goes to the companies 
and $23,140 to the agents as gross com- 
missions. Immediately there is sub- 
tracted $700 which goes to subagents, 
and the $22,440 commission income 
left to the agent goes to pay his ex- 
penses and provide whatever profit 
may exist. In the case of Michigan 
agents, the profit is 2.9% or $2,930, 
the largest amount of any state sur- 
veyed so far and the fourth highest 
in percentage. 


Highest Rate Of Commission 


Mr. Smith observed that Michigan 
has the highest rate and amount of 
commission income of any state on 
which the results are in, with a 22.4% 
rate arising from the $22,400. 

Expenses of internal operation total 
$7,960, the biggest items being $4,040 
for office salaries and $1,080 for rent 
and utilities. Sales and service ex- 
penses come to $3,960, with $1,710 go- 
ing to sales salaries and $1,110 to auto- 
mobile expense. Michigan runs highest 
by far in amount spent for adver- 
tising, $750. 

The third item of expense, adminis- 
tration, comes to $7,590, of which $6,- 
990 goes to management salaries. This 
is divided, Mr. Smith pointed out, on 
the basis of there being 1.4 principals 
per agency. 

_The general, sales and administra- 
tive expenses of $19,510 leave the 
agent $2,930 as his profit from the 
business. 

The percentages, Mr. Smith com- 
mented, are all based on their rela- 


‘Composite Agent’ Had 
Volume Gain, Steered 
Clear Of Direct Billing 


GRAND RAPIDS—One of the inter- 
esting features of the convention here 
last week of Michigan Assn. of In- 
surance Agents was a statistical pres- 
entation of the “composite Michigan 
agent” as revealed by the answers to 
11 questions to the members sent from 
the headquarters office. 

Jack Butterick, assistant secretary, 
had the responsibility of making the 
numerical answers sound like more 
than one statistic on top of another, 
and he did his usual fine job. In fact, 
Mr. Butterick has become so popular 
in his few years as assistant to Hildy, 
that he received applause as he ap- 
proached the platform. 

The results of the Michigan survey 
are unusually interesting in that they 
represent nearly a 50% response, a 
phenomenal return even for a trade 
association—20% is considered very 
good in most quarters. 


Here Is Composite 


Based on the returns to the 11 ques- 
tions, the so-called “composite Michi- 
gan agent” in the last year 

—Converted nearly all, or else prac- 
tically none, of his auto business to a 
merit rating plan. 

—Received merit credits on 
plus of the accounts using a 
plan. 

—Has very few debited risks under 
the merit plan. 


80% 
merit 


—Used the restricted auto policy 
hardly at all. 

—Used continuous policies only 
rarely. 


—Avoided direct billing “like poi- 


son.” 


—Increased his auto premium vol- 
ume about 8%. 

—Increased his gross premiums 
about 12%. 

—Used the homeowner deductible 


sparingly. 

—Had a 10% 
pense factor. 

—Managed to get an increase in net 
commissions of 8%. 

Mr. Butterick’s composite man grew 
out of the specific answers to the 11 
questions. In detail, the answers were: 

1. Conversion of auto renewal ac- 
counts to merit rating of any kind. 
53% of those answering converted 
none to 25% of their business in this 
fashion, and 90% of the 53% con- 
verted less than 5% of their busi- 
ness. 12% of the agents converted 25 
to 75% to a merit plan, and 35% con- 
verted 75% to all of their business, the 
average in this category being 85% 
conversion. It was pointed out that 
the 53% who converted none to 25% 

(CONTINUED ON PAGE 30) 


increase in his ex- 





tionship to total premium income, not 
commission income. He said NAIA has 
been attempting for some time to 
make this point, that the agent’s pro- 
fit should not be predicated on his 
commission income but rather on his 
gross sales. This is the way it is done 
in other businesses, he said. If the 
$2,900 of profit were matched against 
the $22,400 of net commission income, 
the percentage would be closer to 13 
and it has long been regarded this 
way. Mr. Smith said it is not fair to 
say the agent is making 13% of $22,- 
400, he is making 2.9% on $100,000. 
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Mich. Commissioner Mich. Agents Name | 


Takes Agent Attitude, 
Industry PR To Task 


GRAND RAPIDS—Commissioner 
Frank Blackford of Michigan made 
two addresses before the annual con- 
vention of Michigan Assn. of Insur- 
ance Agents here last week. In one he 
said the most serious problem, in fact 
the crisis, of the insurance industry is 
the “almost miserable job of public 
education” that is being done, and in 
the other he said the American agency 
system is “disintegrating,” largely be- 
cause, in his opinion, agents seem to 
feel a marketing preserve should be 
carved out for them and protected by 
the good graces of the insurance de- 
partments. 


Themes Not Popular 


The agents did not take these 
themes enthusiastically. Mr. Black- 
ford’s first talk was given before the 
executive committee at a dinner be- 
fore the formal opening of the con- 
vention. His second appearance was, 
at his request, as the principal speak- 
er at the opening session. In one of the 
talks he referred to himself as a Paul 
Revere of insurance, offering a warn- 
ing of dire things to come if changes 
were not made in action and attitude. 

The commissioner, who has been in 
office for two years but for political 
reasons has yet to be confirmed, also 
has yet to achieve a rapport with 
Michigan Assn. of Insurance Agents. 
The applause Mr. Blackford received 
when he was introduced and at the 
conclusion of his talks was no more 
than polite. This was in marked con- 
trast to the near cheers given former 
Commissioner David Forbes who was 
attending his first convention in some 
time and who ranks perhaps top in 
popularity. 


Warns Of Crisis 


In his talk to the executive com- 
mittee Mr. Blackford made it clear 
that what he was trying to do was get 
on record as issuing a warning about 
a “crisis in insurance.” Whether any- 
one did anything about it or not, he 
said, was immaterial to him—he was 
simply commenting. 

Some recent landmarks in the busi- 
ness, such as the O’Mahoney report 
and the Forand bill, which raise the 
issues of state vs federal regulation 
and the intrusion of government into 
the insurance business, are not the 
crises or the great problems they are 
made out to be, the commissioner de- 
clared. Neither are such matters as 
homeowners’ revisions, deductibles, 
automobile rating. What is more im- 
portant is what brings these things 
about, and this is the failure to edu- 
cate the public to the values of in- 
surance. 


to 


Complaints On Increase 


Mr. Blackford said that every day 
he receives more indications of a “sub- 
stantial lack of public confidence” in 
the insurance business. There are 
complaints that the industry cannot do 
the job, not only in the hospital and 
medical field but in automobile and 
even in the whole fire insurance line. 
He said he hears this increasingly. 
The volume of complaints to the Mich- 
igan department coming in by mail, in 
person, or by telephone is increasing 
and the staff has had to be expanded 
to cope with them, he said. 

He admitted that only one in 20 of 
the complaints are justified, but of the 
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Rogers President 
At Annual Parley 


Agency Operations, 

With Electronic 

Overtones, Featured 
By JOHN BURRIDGE 


GRAND RAPIDS—The spotlight was 
on the practical functioning of an in- 
surance agency at the annual conven- 
tion here last week of Michigan Assn. 
of Insurance Agents. The talks cen- 
tered on the vital, but usually dry 
subjects of accounting, bookkeeping, 
record keeping of all sorts, and despite 
the failure of this reporter to grasp a 
fair amount of what was said in this 
area, the meeting definitely was a 
success. 


4 


, ji ' , 
The agents received information and 


ideas, particularly along the lines of 
electronics and the possibilities of a 
reasonably broad introduction of auto- 
mation to the agency operation. Law- 
rence F. Smith, former director of re- 
search and development of the nation- 


al association and now with the Smith | 


agency of Stamford, Conn., had the 
most exciting message in this line, re- 
vealing some of the experiments that 
NAIA is conducting in hopes of de- 
veloping a system that will introduce 
IBM operations for both agent 
company. 


Good Attendance Despite CPCUs 


Registrations at Grand Rapids were 
in the neighborhood of 500, and that 
has to be considered excellent in view 
of the competition at the other side of 
the state of the CPCU national con- 
vention. 

The new president of the Michigan 
association is F. Loren Rogers of Onto- 
nagon. He succeeds William T. Dob- 
son of Ann Arbor, one of the most able 
and most popular presidents Michigan 
has had. Mr. Dobson is an exceedingly 
fine presiding officer and he has 
steered the association through a year 
of bumps and bruises from auto merit 
rating to homeowners with a minimum 
of injury or confusion. 

Mr. Rogers moved up from vice- 


and 


president and is succeeded in this po- f 


sition by Stuart W. Doty of Grand 
Ledge, who has been treasurer. Rob- 
ert S. Latham, with the endorsement 
and active support of the Dearborn 
association, was elected treasurer. 


Executive Committee Election 


Named to the executive committee 
for three-year terms were: Benjamin 
H. Paddock, Detroit; John E. Youd, 
Wyandotte; Philip J. Braun, Flint; John 
G. Molhoek, Grand Rapids; W. Ralph 
Nuttall, Standish; John P. Old _ III, 
Sault Ste. Marie, and Arthur J. Gou- 
lais, Escanaba. 

W. O. Hildebrand is secretary-man- 
ager of Michigan association, and has 
as his assistant Jack Butterick. They 
comprise an outstanding team. Be- 
tween them nothing is overlooked. As 
he left office, Mr. Dobson pointed out 
that one of the problems of the out- 
going president is “how eloquent can 
you get in describing Hildy’s value to 
the association.” 

The officers, executive committee, 
conference committee and public rela- 
tions planning committee had an ex- 
ecutive meeting the evening before the 
first session, the one announced result 
of which was the decision to reaffirm 
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and maintain the constitutional pro- 
visions for membership. This apparent- 
ly is intended to discourage eligibility 
of mutual agents. 

Samuel Gray, New York Under- 
writers, with Philip L. Reno, Wayland, 
at the piano, opened the meeting with 
the singing of “America,” and the in- 
vocation was given by John Molhoek 
of Grand Rapids. Howard W. Blodgett, 
president of Grand Rapids Assn., of- 
fered a brief welcome. 


McCaffrey Lead-Off Speaker 


The first speaker was the state di- 
rector, M. Frank McCaffrey of Detroit, 
who is Michigan’s powerful and res- 
pected representative on the national 
scene. He reported on the midyear 
meeting of NAIA at Cincinnati, com- 
menting on a number of the accom- 
plishments of the national association, 
from its Washington legislative ef- 
forts, dealings with the companies in 
order to minimize confusion in policy 
and form changes, to the national ad- 
vertising program (which Mr. McCaf- 
frey said he feels could be supported 
by an annual fee on all members). 

The agents know that Mr. McCaf- 
frey is representing them effectively 
both to the national association and in 
dealings with the companies. He re- 
ceived a rising vote of thanks at the 
conclusion of his report. 

The Michigan association in a 
healthy financial condition, Stuart 
Doty, the treasurer, reported. At the 
end of the fiscal year the association 
was on the plus side of its budget, 
helped by the addition of 294 mem- 
bers who voluntarily increased their 
dues a total of $6,600, and the addition 
of 61 new members. After the loss of 
members by death, merger and re- 
duction of dues, the net increase in 
dues income was $6,100. 


Raised $41,900 For Big I 


Mr. Doty reported that Michigan 
raised $41,911 in cash for the Big I 
advertising campaign this year. He 
pointed out that this was one of the 
best showings of any state and, while 
not as prompt a response came from 
Michigan as some others, the money 
was entirely cash and not pledges, so 
that Michigan’s end product was all the 
more impressive. 

The address of Commissioner Black- 
ford, which is reported separately, was 
the main item on the morning agenda. 
At its conclusion, Mr. Dobson said he 
felt a rebuttal in behalf of the agents 
might be in order. 

The commissioner, speaking to the 
executive committee the night before 
and in his scheduled convention talk, 
criticized insurance public relations 
and by implication accused the agents 
of calling for help rather than taking 
the initiative to preserve the agency 
system, which he described as “disin- 
tegrating.” 

The agents aren’t pushing the panic 
button, they are on the offensive, and 
they believe in their system of dis- 
tribution, Mr. Dobson declared. 


Ask No Favors 


is 


“We ask no favors from you, com- 
missioner, or from our competitors,” 
Mr. Dobson said. The agency system, 
he added, is responding successfully 
to the test of competition. In Michigan 
the agents are using the Big I adver- 
tising, the state has the finest insur- 
ance educational program in the U. S., 
the reference manual put out by the 
association is the accepted basis of 
study for the agent examination and 
is a means of upgrading the quality of 
those who come into the business, the 
state has an information service with 
a speakers’ bureau that is dissemin- 


HeNATIONAL UNDERWRITER 


ating the story of insurance, the as- 
sociation has distributed 100,000 copies 
of a booklet entitled “Understanding 
Automobile Insurance” to high school 
students as a means of acquainting 
them with their responsibilities in re- 
gard to rate making. 

The public often misjudges the bus- 
iness, Mr. Dobson admitted, and is 
unaware of how much is done beyond 
the contract. He mentioned that hun- 
dreds of field men and adjusters from 
the midwest are now in Florida and 
on the east coast adjusting losses from 
hurricane Donna. 

Mr. Dobson also made it clear that 
the association had no intention of 
giving up on the auto dealer issue. 


Auto Dealer Agency 


The department has agreed to li- 
cense agencies formed with the deal- 
er’s wife as principle stockholder. This 
avoids the law which does not permit 
the licensing of an auto dealer as an 
agent. The agents maintain this is a 
transparent dodge and they wonder 
who is going to produce the business 
for this “agency.” If the dealer’s in- 
surance business were restricted to 
lines growing out of the sale of an 
auto—auto physical damage, auto lia- 
bility and credit life and/or A&S—the 
agents probably would be satisfied, 
but the type of agencies which have 
been formed would permit the dealer 
to write coverage on his own property 
and exposures and otherwise branch 
out into the insurance field. 

Under the title “Modern Agency Op- 
erations” the first afternoon’s session 
was chiefly devoted to the intricacies 
of internal procedures with emphasis 
on electronics. Howard G. Downing, 
Flint, and David G. Chapman, Lansing, 
had top billing, Mr. Downing describ- 
ing how he has his bookeeping done 
electronically by mail at the cost of 
one-half a girl a month. 


Strong Subs For Chapman 


Mr. Chapman’s talk was given by 
Carl L. Strong, coordinator of insur- 
ance education in Michigan State Uni- 
versity. Mr. Chapman was unable to 
attend this meeting. This presentation 
covered a $4,000 tailor-made machine 
for the Mourer agency that performs 
most of the functions of a cash drawer 
combined with a bookkeeping system. 
Mr. Strong recited the accomplish- 
ments of the machine first, piquing 
the agents’ interest, and then announ- 
ced the cost and that, for the most 
part, was that. 

More of the machine operation of an 
agency was offered in the talk of Law- 
rence F. Smith at the final general 
session. After he had run over the re- 
sults of the Michiganders in the NAIA 
cost survey, Mr. Smith, the recently 
resigned director of research and de- 
velopment of NAIA, described the or- 
ganization’s investigations into possi- 
bilities of coordinating an IBM system 
through which can be channeled the 
records and bookkeeping of agent to 
company and company to agent. 


IBM Pooling Plan 


Although agents can’t afford IBM 
setups of their own individually, a 
pooling arrangement is possible, Mr. 
Smith pointed out. In larger towns 
the agents could get together and rent 
IBM equipment in a local pool. In 
smaller towns their records could be 
mailed to a central station for process- 
ing, and the larger agencies could have 
their own. There is also the possibility 
of using teletype records, taping the 
information in the office on a rented 
teletype machine and sending it direct 
to the IBM headquarters. 

These ideas had a startling effect on 
the Michigan agents. They were ob- 


viously new to everyone in the audi- 
ence, and they offered, among other 
things, one way to avoid direct billing. 
Many other advantages of making 
electronic processing available to 
agents were described by Mr. Smith, 
but this reporter’s absence of back- 
ground on the subject of agency ac- 
counting proved fatal when attempt- 
ing to follow the details. Mr. Smith’s 
analysis of the Michigan cost survey 
is reported separately. 

The convention concluded with a 
luncheon at which Mr. Dobson gave 
his report and the new officers were 
elected. 

The president’s review of the year 
covered a wide range of activities, but 
except for the auto dealer problem 
there were no crises. The effective 
work of the headquarters office is 
largely responsible for the smooth sail- 
ing the Michigan association enjoys, 
Mr. Dobson pointed out. He commented 
on the availability of the speaker’s 
bureau of Michigan Insurance Infor- 
mation Service, the absence of refer- 
ence to commissions in the public prop- 
erty filing, the success Michigan has 
achieved in rounding up money for the 
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Big I advertising campaign, the re- 
markable achievements of W. O. Hilde- 
brand as a lobbyist in the state legis- 
lature, the pre-eminent position Mich- 
igan has attained in the field of agent 
education, and the assured future of 
the agency system in the hands of 
career agents. 

He reiterated the association’s op- 
position to the auto dealer licensing 
program, remarking that Mr. Black- 
ford had indicated the agents have 
implied they want a preserve carved 
out for them as a sales market, but 
“nothing could be farther from the 
truth,” Mr. Dobson said. The agents 
believe in the open market with the 
customers deciding what is best. 

The chairman of the nomination 
committee was John V. Clements of L’- 
Anse, who is the Republican candidate 
for auditor general of Michigan. After 
the election he presented a souvenir 
gavel to Mr. Dobson. 


J. Neal Jiroch has been appointed 
Oregon manager of Landis, Pelletier & 
Parrish general agency, replacing Ivar 
Anderson, resigned. 
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hard-to-place risk. Call or write 


. Hard-to-place liability and physical damage insurance. 
. Owner-operated trucks and small fleets. 


. Long haul truck liability and physical damage insurance. 


. Leased car insurance. 


. Auto trip insurance. 


Insurance on admitted basis or surplus line basis. For any auto 


insurance problems, coll or write James Duduit, Vice President. 


© physical damage; © auto trip insurance; O 
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Need a strong 
“LIFE LINE? 
Then you need 

SUN LIFE! 


SUN LIFE not only brings you policies 
designed for selling, but also a complete, 
effective array of tested agency aids. We have 
built scores of successful, profitable agencies 
... we can do the same for you by our 
individualized HOME OFFICE cooperation. 


iS} 





Here are just a few of the sound advantages 
that are attracting agencies to SUN LIFE. 


e Top vested commissions with life-time 
service fees. 


e Effective selling assistance with prompt, 
custom-made home-office counselling. 





¢ Complete diversified kit of competitive, 
low-cost policies. 


Write today or just pin this page to your 


letterhead for a prompt reply 






-LIFE- 
INSURANCE 
COMPANY 
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Write to BERTRAM A. FRANK, C.L.U. pathic 
Nod 


Vice President and Director of General Agencies. 


SUN LIFE INSURANCE COMPANY 
OF AMERICA 


10S E. Redwood St., Baltimore 2, Md. Established 1890 


Inqtiries Solicited from: Maryland, District of Columbia Virginia, Delaware, 
Pennsylvania, New Jersey, Ohio, Illinois, Indiana, Connecticut, Florida 


THE HEART 
of Chicago’s 
Insurance District 


This fine building offers 
P the solution for your office 
: problems. You may select 
ay space units from 1000 sq. ft. 
; to 12,500 sq. ft. (an entire 
floor). Completely air- 
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Write or phone 


John T. Hilborn 
Jackson-Franklin Building 


309 W. Jackson Blvd. 
Chicago 6, Ill. WeEbster 9-3031 
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Composite View Of 
Mich. Agent Told 


(CONTINUED FROM PAGE 28) 
of their business to a merit plan was 
indicative, but not a positive identifi- 
cation, of the agents using, or as the 
case may be, not using, bureau com- 
panies. 

Other answers: 

2. Merit rated risks producing a 
credit—0 to 25%, none; 25 to 75%, 
20%, and 75 to 100%, 80%. 

3. Merit rated risks producing a 
debit—0 to 25%, 80%; 25 to 75%, 20%, 
and 75 to 100%, none. 

4. Use of bureau special type re- 
strictive auto policy—none. 

5. Agents using a continuous policy 
(either renewal certificate or true con- 
tinuous policy, the distinction not be- 
ing made clear in the question)—0 to 
25%, 79%; 25 to 75%, 9% and 75 to 
100%, 12%. 

6. Agents using direct billing—None 
to 25%, 91% (and of this 91% the aver- 
age use of direct billing is at the rate 
of about 5%); 25 to 75%, 5%, and 
75 to 100%, 4%. 

7. Use of homeowners deductibles— 
On more than 50% of policies No. 1, 
3%; on numbers 1 and 2; 7%, and none 
or rare, 90%. 

8. Auto premium volume—Increased 


up to 10%, 40% of the agents; in- 
creased more than 10%, 15%; re- 


mained the same, 30%; went down as 
much as 10%, 10%, and was down 
more than 10%, 5%. 

9. Gross agency volume increased up 
to 10% for 48% of the agents; in- 
creased more than 10%, 28%; re- 
mained the same, 12%; was down as 
much as 10%, 10%, and down more 
than 10%, 2%. 


10. Agency expense—Increased as 
much as 10%, 42%; increased more 
than 10%, 16%; remained the same, 


33%; decreased 1 to 10%, 5%, de- 
creased more than 10%, 4%. 

11. Net commission income—in- 
creased up to 10%, 39%; increased 
more than 10%, 11% (mergers helped 
here); remained the same, 26%; de- 
creased to 10%, 19%, and decreased 
more than 10%, 5%. 

Mr. Butterick said the question- 
naire also asked for comments and 
more than 300 responded. The three 
most numerous remarks were: 

—Criticism of using traffic viola- 
tions in merit rating. 

—Criticism of the new new home- 
owners, especially the cumbersome 
method required to eliminate deduc- 
tibles. - 

—Criticism of the means employed 
to reduce commissions (by phone call 
or form letter) which was apparently 
more difficult for the agents to stom- 
ach than the commission cut itself. 


Vandalism Loss Deductible 


The U. S. tax court has ruled that a 
$1,573 vandalism loss, uninsured, is 
deductible under the federal personal 
income tax. In so ruling, the court 
negated a decision by the commissioner 
of internal revenue. The case was that 
of the Davises vs Commissioner. 

The Davises, residents of Mojave, 
Cal., returned home in March, 1953, to 
find that vandals had broken into the 
house being constructed for them and 
damaged a stove, washing machine, 
dryer and deep freeze. The commis- 
sioner claimed the loss did not repre- 
sent a casualty loss within the mean- 
ing of section 23(e)(3) of the 1939 
code. But the tax court held that the 
loss was caused by agencies outside 
the control of petitioners, was sudden 
in nature, and destructive in effect. 
Consequently, it is of a class of loss 
that is deductible. 
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Blackford Takes 
Agents, PR To Task 


(CONTINUED FROM PAGE 28) 
19 that are not justified there are stil! 
19 persons dissatisfied. 

This crisis of insurance is not just 
a subject of oratory with him, th 
commissioner said. He revealed that 
part of his concern is founded on thx 
fact that the public makes no distinc- 
tion between branches of insurance 0} 
even branches of insurance and its 
regulatory body, the state insurance 
department, and that what reflects on 
the business reflects on the reputation 
of the department. 

He recalled the hearings he held on 
Blue Shield-Blue Cross rate increases, 
saying he was sorry he didn’t ask the 
agents to attend to listen to what the 
citizens have to say about the insurance 
business. 


Can’t Wait To Take Action 


The rapidity with which events oc- 
cur today, Mr. Blackford declared, 
means that this problem of communi- 
cation cannot be held over for the next 
generation of insurance people but 
should be acted upon promptly. 

He told the agent leaders that he is 
not particularly concerned with 
whether they agree with him or not, 
his feeling being that time will dem- 
onstrate that his story is much more 
representative of the situation than 
what some may wish it to be. 

Mr. Blackford’s formal convention 
address was entitled “The Future of 
the American Agency System As I 
See It.’”’ He said millions of dollars of 
insurance is being written in banks, at 
airports and in such sundry places. A 
concern over this turn of events is 
natural, he said, because it brings up 
the question of what it means to the 
future of the agency system. 

But, he warned, those concerned 
should not base their hopes on the 
fallacious concept that the system can 
be preserved by any department of 
insurance—only the industry itself can 
do it. 


System Worth Preserving 


The agency system is worth pre- 
serving and it can be, the commis- 
sioner said. But the problems are dif- 
ficult and the department has its pri- 
mary responsibility to the public. Its 
limited staff and limited budget makes 
it impossible to give too much atten- 
tion to internal problems of the in- 
dustry. Some people feel, he observed, 
that the department is contributing to 
the problems of the agency system, 
but Mr. Blackford said the hand of 
progress cannot be turned back. 

For example, he said, he knew the 
new new homeowners had fishhooks 
in it, but it had to be evaluated on the 
basis of whether it promoted the pub- 
lic interest, whether the public wanted 
it, and whether it is good for the 
business. 


Meet The Challenge 


He advised the agents not to cry 
over competition but to meet the chal- 
lenge. The department cannot help in 
this area, he said. There are those who 
say there are dangers in unbridled 
competition, but he wondered where 
boundaries could be established and 
how competition could be circum- 
scribed. 

An insurance purchase _ requires 
personal contact, Mr. Blackford said, 
and that is the great asset of the 
agency system. He said the survival 
of the system depends on modifying 
it to keep in step with the tempo of 
the times, a reshaping so as to make 
it reflect the 1960s. He is “not very 
sympathetic with those who go on 
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the defensive,” 


- 


urging leadership in 
the agency ranks to take the offensive 
to strengthen the system. The capaci- 
ty of agents to provide leadership 
must be demonstrated, he declared. 
The evidence he sees, he added, leads 
him to believe the system “is disinte- 


| grating.” 


Some of the commissioner’s com- 


, ments about not running to the insur- 


ance department took on added mean- 
ing when he said he would attempt to 
answer the question of why the in- 
surance department is licensing auto 
dealers. 

In the first place, he said, the de- 
partment is not doing that because it 
cannot by law. However, some pro- 
posals have been made, one of them 


‘ that an agency with the minor chil- 


dren of the dealer as stockholders be 
set up. The department would not al- 
low this because the children were not 
separate legal entities and would be 
under the influence and direction of 
their parents. Then it was suggested 
that the wife become a_ stockholder, 
and because the law says that the 


‘ wife is a separate and distinct legal 


. written, 


entity, the department is permitting 
this. Mr. Blackford said it has already 
been done in several cases. 


Doesn’t Have Authority 


He said he doesn’t have authority to 
make an administrative ruling in this 
matter but that he must follow the 
law. He admitted that it could be 
carried into other businesses, such as 
jewelers. He said the question has 
been before the department for nine 
or ten months and that it poses, by 
ramification, serious problems of en- 
forcement. 

He told the agents he could not re- 
fuse to license the agencies set up by 
auto dealers’ wives and be taken to 
court because he would lose the case 
for acting without authority, and has 
been so advised by his attorneys. 

“If you want an answer to this 
problem you must look to the legisla- 
ture,” he concluded. 


La. Has Deviation Form 


The fire division of Louisiana in- 
surance rating commission recently 
adopted a form to be used for fur- 
nishing information to support renewal 
of deviations. The form provides for 
filing the experience for Louisiana and 
countrywide for premiums earned and 
losses and loss adjustment 
expenses, and other expenses incurred 
over a five year period. Forms are to 
be filed with the fire division at least 
45 days prior to expiration date of the 
deviation. 

The same form is expected to be 
adopted by the casualty division. 


HieNATIONAL UNDERWRITER 


North America Issues 
New Employe Magazine 


North America has issued the first 
edition of its new employe publication, 
INA World. 

Looking for a unique way in which 
to present the new magazine to its 
more than 9,500 employes throughout 
the world, the company arranged to 
deliver the first issue simultaneously 
to all employes. Through the services 
of Air Express International, Boeing 
707 jets carried the first issues of the 
INA World to the company’s offices 
in London, Madrid, Nairobi, Singa- 
pore, Sydney, Hong Kong, Tokyo, San 
Juan, and Sao Paolo, as well as 
throughout the U.S. 

With each issue was an explanatory 
letter to all employes from John A. 
Diemand, president. Mr. Diemand’s 
letter was translated into nine lan- 
guages which included Canadian- 
French, Spanish, Brazilian-Portuguese, 
Dutch, Italian, Afrikaans, Chinese, and 
Japanese. These were sent to the ap- 
propriate offices representing North 
America in 20 foreign countries. 

The INA World is designed to in- 
form company personnel on all cur- 
rent and future operations; to maintain 
and improve the high morale of per- 
sonnel; to recognize individual achieve- 
ment; to show that insurance is an 
exciting, rewarding, and satisfying ca- 
reer; and to speak for management 
with honesty and candor. 

The INA World will be published 
six times a year and will be produced 
by the public relations and advertising 
department under the direction of Sam- 
uel R. Boggs II, editor; Stephen R. 
Lawrence, associate editor, and Pa- 
tricia K. Lockhart, assistant editor. 


Standard Redon Names 
Minteer To Health Unit 


James I. Minteer has joined Stan- 
dard Accident as chief underwriter of 
the health department. He has had six 
years of health underwriting experi- 
ence with Occidental Life of California 
and Allstate. 


D. C. Women Hear Sales Talk 


Insurance Women’s Club of Wash- 
ington, D.C., at its September dinner 
and business meeting heard Mrs. Helen 
Ver Standig, executive vice-president 
of the public relations firm of M. Bel- 
mont Ver Standig, speak on ways of 
selling insurance. 

Mrs. Ver Standig is Washington’s 
“Advertising Woman of the Year” and 
is the first woman to be elected to a 
council chairmanship of American 
Assn. of Advertising Agencies. 


Berry Wins 1960 Medal 
Of N. Y. Broker Unit 


J. Raymond Berry, general counsel 
of National Board, has been named the 
winner of the 1960 gold medal award 
of General Insurance Brokers Assn. of 
New York for the most meritorious 
service to the business. He was selected 
by a committee of past winners, with 
J. Victor Herd, chairman and presi- 
dent of America Fore Loyalty, as chair- 
man. 


Presented By Johnson 


The award will be presented to Mr. 
Berry by Holgar J. Johnson, president 
of the Institute of Life Insurance, at 
the annual dinner of the association 
at the Statler Hilton in New York Oct. 
26. Mr. Johnson was the 1959 winner. 

Mr. Berry joined National Board in 
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1942 as assistant to J. H. Doyle, gen- 
eral counsel, and on the latter’s death 
in 1943 succeeded him. Mr. Berry has 
been a leader in preparing the case 
for stock property insurance in con- 
nection with the Senate anti-trust and 
monopoly subcommittee hearings. He 
was on the all-industry committee 
which worked with National Assn. of 
Insurance Commissioners in the de- 
velopment and adoption of a program 
to preserve state regulation. He is cur- 
rently studying possible modification 
of that program in the light of multiple 
line developments. 


In Me. For Hartford Fire 


Peter J. Wedge has joined Hartford 
Fire as special agent at Bangor, Me. 
He entered insurance 12 years ago and 
was in claims adjusting and sales work 
in Boston and the Maine area. 
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HeNATIONAL UNDERWRITER 


Donna Losses Spread Across Industry 


(CONTINUED FROM PAGE 1) 
bashed and the trailers in a trailer 
park there were demolished. An esti- 
mated 90% of Bonita Beach was de- 
stroyed and the trailers in a park there 
were wind-driven into a mangrove 
swamp. At Page Field $200,000 worth 
of airplanes was destroyed. One Fort 
Myers agency received 232 claims in 
one day for losses totaling $1 million. 
Most of the stores lost plate glass, 
even where windows were boarded 








... that you are apt to judge us and our ways by the PLM Special Agent who 
calls on you. This is natural, for he is in truth our emissary. Hence, we appoint 
with care. We train him to be, above all, helpful, to listen to your problems and 
help find solutions. His chief business is to know more and more about yours 
in order to serve you better and better. Another reason why we think you would 


be happy with us. Why not drop us a line. 


Writing FIRE and ALLIED LINES 
**in the Birthplace of American Mutual Insurance” 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 


PLM Building ¢ Philadelphia 7, Pa. 
Branch Offices in New York, Los Angeles, Charlotte, N.C. 


up, and suffered severe rain damage 
to the interiors. 

The cost of Donna is difficult to es- 
timate because of its geographic spread 
and because losses are probably more 
widely distributed over the industry 
than was the case in any previous big 
blow. For example, the mutuals have 
moved into Florida strongly in the past 
10 years and will pick up an estimated 
20% of the tab for that state. Mutual 
Fire Insurance Assn. of New England 


pim 





has opened a special storm office in 
the Alhambra Hotel in Miami with 
Frank Poston, southeast claims man- 
ager at Charlotte, in charge. 

Marine losses are not included in 
any of the “official” estimates and au- 
tomobile losses are not included in 
one such estimate. There are thou- 
sands of boat losses. 

On Long Island, for example, dwell- 
ing properties were lightly hit but 
hundreds of boats were lost, sunk, or 
damaged. Most of the boat losses from 
Florida to Maine were of smaller craft. 
The big yachts rode out the storm 
fairly well. There is a vastly greater 
small boat population all along the 
hurricane’s course than in any previ- 
ous storm. The total from this source 
will run into the millions. Heavy flood- 
ing produced marine losses from Fort 
Myers to Boston. For example, the 
insurers lost $300,000 in a sugar ware- 
house in Brooklyn that was inundated. 

The spread of the loss is well illus- 
trated by the experience of insurers 
specializing in mobile home coverage. 
These companies write a mobile home 
policy that follows the auto PHD form 
but is broader so that the trailers 
damaged or destroyed by Donna from 
Florida to Maine were covered wheth- 
er they were bashed by wind or water. 


Trailer Losses $10 Million 


An informed estimate of trailer 
losses is $10 million. Florida, where 
the trailer population is very large, 
was hardest hit. But there was plenty 
of this kind of damage all along the 
course of the storm. A 60-foot trailer, 
of which many were involved in the 
storm, is worth up to $12,000. 

While the specialty companies— 
Foremost, Wolverine, American Bank- 
ers, American Plan, American Secu- 
rity, and Stuyvesant, among others— 
will pick up the bulk of these losses, 
other companies, writing the coverage 
that follows the dwelling form and 
excludes water damage, will get some 
of the losses. They have been seeking 
this business in recent times on a 
price basis. 

The specialty companies are paying 
off as fast as they get the claims. One 
reason for this is to avoid further 
damage. The construction of the trail- 
ers is such that the cotton insulation 
behind the plywood interiors acts as a 
wick to draw in water. 

Catastrophe reinsurance covers on 
mobile homes will be hit. There is 
no 48 or 72-hour cut-off on these cov- 
ers—or on similar covers for boats, 
either. 

The financed automobile insurers 
will pay a good part of the automo- 
bile damages. 


Kueckelhan And Becker 
Win Wash. Primary Tests 


Winners in the Washington prima- 
ries for insurance commissioner were 
Lee I. Kueckelhan for the Democrats 
and Fred C. Becker for the Republi- 
cans. 

Mr. Kueckelhan, chief deputy under 
William A. Sullivan and Mr. Sullivan’s 
personally backed candidate, beat out 
seven opponents, the closest competi- 
tor being Dan Sullivan. 

Mr. Becker is a Seattle local agent. 
His serious opposition came from Rob- 
ert S. Coplen, an adjuster. Mr. Becker 
has made two previous tries to be- 
come commissioner, but was swamped 
both times by Mr. Sullivan. 


National Union Appoints Fowles 

Lyle M. Fowles has been named to 
head the casualty underwriting depart- 
ment of National Union’s Cleveland 
Heights office. 





September 23, 1960 


Insurance Counsel 
Elect W. A. Gillen 
At Philadelphia 


William A. Gillen, of Fowler, White, 
Gillen, Humkey & Trenam, Tampa, 
was elected president of Federation of 
Insurance Counsel at its annual meet- 


ing in Philadelphia. He succeeds Lo-! 


well L. Knipmeyer of Kansas City. 
Mr. Gillen is a member of the insur- 

ance section of American Bar Assn. 

He is a member of the Florida Bar and 


* . ° \ 
served on its board, its executive com- 


mittee, and as chairman of its com- 


mittee on legal institutes. He is also a) 


member of the Tampa and Hillsbor- 
ough bar associations. He is associate 
editor of “American Maritime Cases” 
and is author of a chapter on admir- 
alty law in “Florida Law and Prac- 
tice.” 

Carroll R. Heft of Heft & Coates, Ra- 
cine, Wis., was elected to succeed Mr. 
Gillen as executive vice-president and 
president-elect. Robert O. Rooney of 
McBreen, Tobin & Rooney, Chicago, 
was elected secretary-treasurer. 


New Vice-Presidents 


The following were elected vice- 
presidents: Gregory Brunk, general 
counsel Homesteaders Life and Web- 
ster Life; William R. Eddleman of Ed- 
dleman & Wheeler, Seattle; Benton E, 
Gates Jr., of Gates & Gates, Columbia 
City, Ind.; Henry P. MacKeen, of Stew- 
ard, Smith & MacKeen, Halifax, Nova 
Scotia; W. Percy McDonald Jr., of 
McDonald, Kuhn, McDonald, Crenshaw 
& Smith, Memphis; Donald R. Maw- 
hinney, of Hiscock, Cowie, Bruce, Lee 
& Mawhinney, Syracuse; Donald E. 
Rhodes, manager legal department 
Citizens’ Mutual Auto. 

The following were elected to the 
board: Edward C. German, of La- 
Brum & Doak, Philadelphia; David 
Green, president Motor Club of Amer- 
ica and Motor Club of America Life; 
Edmund J. O’Brien, assistant general 
counsel Lumbermens Mutual Casual- 
ty; and Victor D. Werner of Wood, 
Werner, France & Tully, New York 
City—all for two-year terms. 

Also William A. Porteus Jr., of Por- 
teus & Johnson, New Orleans; Ivan 
Robinette of Gust, Rosenfeld, Divel- 
bess & Robinette, Phoenix; L. J. Clay- 
ton, attorney American General; and 
J. Boone Wilson of Black, Wilson, Cof- 
frin & Hoff, Burlington, Vt.—all for 
one-year terms. 


Zurich Forms Branch 
Office At Richmond: 


Lachman Named Head 

The Richmond, Va., office of Zurich 
has been raised to full branch office 
status with John C. Lachman as 
branch manager. 

Formerly a service office, the ex- 
panded Richmond branch will super- 
vise Virginia and North Carolina, and 
will report directly to the head office 
in Chicago. The present service office 
in Greensboro, N. C., will be main- 
tained in connection with the Rich- 
mond office. 

By the end of the year, the Rich- 
mond office space will be doubled. 
There will be full service facilities, 
including underwriting, claims, engi- 
neering and payroll auditing. 

Mr. Lachman joined Zurich as a 
sales representative covering Virginia 
and eastern North Carolina in March, 
1959. Prior to that, he was manager 
of American Casualty’s Richmond 
branch office. He spent nine years in 
insurance production work in the Ptts- 
burgh, Pa. and West Virginia areas 
before coming to Richmond. 
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AMeNATIONAL UNDERWRITER 


Marine Insurers Hold Worldwide Meet 


(CONTINUED FROM PAGE 1) 

' sonably satisfactory in the past year, 
but that this statement was made in 
the hope that the rash of severe casu- 
alties in June and early July does not 
have prophetic implications. 

' Although at previous council meet- 
ings, underwriters have expressed con- 

‘ cern regarding the unknowns in risk 
potential on super tankers and ore car- 

| riers, all of the feared problems have 
yet to become evident, Mr. Kratovil 
said. Experience on specially designed 

! cargo carriers thus far has been reas- 
suring although a factor is the high 
cost of repairing gantry crane assem- 
blies on containerships. 

The continuing rise in cost of labor 
and materials in the U.S. precludes 
any reduction in cost of ship repairs 
—except in special situations where 
dearth of work in a particular yard 
may bring into play unusual stress of 
competition, Mr. Kratovil noted. In 
the past year, the cost of repair in- 
dex (based on wage rates and cost of 
materials) increased approximately 
2% over 1959, bringing the index to 
the level of 131.77% over the base 
year of 1955. 

No significant difficulties have been 
noted on U.S. owned, laid-up tonnage 
after re-entering service. On vessels 
laid up at time of renewal and cov- 
ered under navigating policies from 
time of re-entering service, the prac- 
tice is to stipulate that requirements 
of U.S. Salvage Assn. must be complied 
with regarding inspection and work to 
be done before placing in operation. 
Undoubtedly this practice has contrib- 
uted to the satisfactory experience, 
he concluded. 


Informal Statement 


Mr. Hogsflesh observed that the 
British were not making’a report this 
year, since it would be repetitious of 
their statement at the 1959 meeting. 
He summarized developments, how- 
ever, and emphasized that inflation is 
an overriding consideration now and 
for the foreseeable future. 


Hold On To Your ICA Shares, 
Kroll Urges His Stockholders 
Stockholders of Insurance Corp. of 
America have received a communique 
from President Mark H. Kroll in 





* which he advises holding on to ICA 
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stock because “negotiations now in 
progress will result in a profitable in- 
crease in stockholder’s equity.” 

Mr. Kroll says an article in the In- 
dianapolis Star of Sept. 16 on first 
reading would give the impression 
that something adverse had befallen 
Ins. Corp. of America and Mr. Kroll 
and that the company may be having 
some difficulty. 

“It is the considered opinion of my- 
self and of persons in both the legal 
and financial profession,’ Mr. Kroll 
states, “that the article in no way has 
any sinister reflection or accusation 
toward Mr. Kroll or your company,” 
but involves ownership of two other 
Indianapolis companies. 

Saying that the business of the ICA 
is going forward “ethically, honorably 
and legally,” Mr. Kroll tells the stock- 
holders not to permit themselves “to 
be misled by self-seeking representa- 
tives of certain stock brokers! Don’t 
allow yourself to trade your ICA stock 
for that being offered by the self- 
seeking brokers! Negotiations now in 
progress will result in a profitable in- 
crease in stockholder’s equity. Due to 
the confidential nature of these pro- 
ceedings, full details will have to be 


. Teleased at a later date.” 





Up to 1955, he noted, inflation had 
not “caught up with premiums.” But 
from then on its impact has been felt, 
particularly in repair costs in 1960. 
Answering criticism that hull under- 
writers are too conservative, Mr. Hogs- 
flesh declared that they were actually 
realistic, particularly with respect to 
the danger of too many peak values in 
their accounts. 

Reports were also made at the open 
meeting by India, Norway, Sweden, 
Denmark, Holland, France, Germany, 
Spain, Italy, and Yugoslavia. They re- 
flected in varying degrees the menace 
of inflation and more frequent claims. 

Until liability and other insurance 
problems are solved on a world wide 
scale, it is unlikely that nuclear ships 
for private use will be built, Leonard 
J. Matteson of Bigham, Englar Jones 
& Houston, New York law firm, de- 
clared in a talk to the council. He 
said that there must be clear defini- 
tions of the potential liabilities of op- 
erators, designers, builders and sup- 
pliers of nuclear ships. 

Since the reactor will be water- 
borne, it is subject to special hazards. 
Moreover, the nuclear ship will enter 
crowded harbors and will approach 
concentrated centers of population 
with valuable property. Those operat- 
ing or participating in any way in the 
operations of a nuclear ship can hardly 
afford to be involved unless they are 
assured of protection, Mr. Matteson 
declared. 


Containerization 


T. M. Torrey, North America, re- 
ported that the consensus of those re- 
plying to questions asked by American 
institute was that claims of most types 
would be reduced by using containers, 
as long as these were well designed 
and maintained in good condition and 
were handled and packed in accord- 
ance with proper principles. 

Since it seems that containeriza- 
tion will increasingly become stand- 
ard practice, underwriters may feel 
encouraged by the prospect of some 
improvement on claims which they 
have always believed were prevent- 
able, but which they could do little to 
avoid. However, it can be expected 
that the continued use of containers 
will be accompanied by deterioration 
of the quality of export packaging, 
Mr. Torrey noted. Failure of the con- 
tainer may therefore result in water 
damage, breakage and other losses, 
and these losses will also occur when 
packages are taken out of the con- 
tainer at the port of discharge and 
shipped to the interior. 

Because of the loss in deadweight, 
approximately one-third of the con- 
tainers are stowed on deck on the con- 
tainer vessel, he continued. Under- 
writers can therefore expect losses due 
to heavy weather, and changes in 
atmospheric temperature, particularly 
in winter. A similar situation will ex- 
ist when the boxes are stored in the 
open for a period of time. 

It is hoped that the rise in contain- 
erized operations will continue. A 
great danger, however, appears to be 
a tendency to consider all container 
operations as substantially identical. 
This is not the case, and each opera- 
tion needs to be rated and underwrit- 
ten on its own merits. In underwrit- 
ing the shipper’s interest, it must be 
remembered that there is a good 
chance that the container will be 
stored on deck, that the container 
load will be broken up at the port of 
arrival in the foreign country, that 
the packages within the container will 


continue in transit to the interior, 
and that the containers will be stored 
outside in all kinds of weather, Mr. 
Torrey concluded. 

In supplemental remarks to his re- 
port to the cargo loss prevention com- 
mittee, Harold Jackson, Wm. H. Mc- 
Gee & Co., noted that disastrous un- 
derwriting experience on shipments of 
unboxed automobiles had led to a sur- 
vey to determine why claims are so 
numerous but negligible in amount. 

He said that the report shows that 
denting, scratching and marring are 
the major part of any claim. 

Most of the damage attributed to 
“during loading” is done before the 
car reaches the dock or while being 
moved around on the dock prior to 
loading. Minor damages cannot be dis- 
covered unless the car is washed. 
Steamship companies stow cars too 
close together and do not leave enough 
room to prevent damage to surround- 
ing cars. 

In many instances, steamship com- 
panies do not have the proper gear to 
fasten cars to the deck, and they 
use wood chocks and dunnage for 
that purpose. Car springs should be 
depressed, otherwise in a heavy sea 
cars stowed too close together will 
damage each other. Cars should not be 
stowed athwartships. Very serious 
claims have resulted from cars break- 
ing loose during heavy weather and 
reducing surrounding cars to scrap. 
Too often, holds are not cleaned prior 
to loading, and the finish is damaged 
by residue from prior cargo. 

Additional problems sometimes arise, 
including long periods in open storage 
in the dock area and in staging area, 
sometimes miles away, where they are 
in the hands of over-the-road haulage 
companies. This exposure, mostly in 
unpaved and unprotected areas, leads 
not only to pilferage, but in hard cli- 
mates to deterioration of finish, and is 
particularly hard on soft top cars. In 
addition, there have been some serious 
claims for flood and water damge in 
such areas. In most cases the cars 
were in due course of transit. 

As cars today move in large num- 
bers, and as, roughly, one in three is 
damaged, extensive facilities are need- 
ed to get them in saleable condition. 
When times are good, many small 
claims are overlooked if the car is sold 
before delivery, as the dealer would 
rather have his money than hold up 
the sale waiting for an insurance ad- 
justment. However, if the cars are 
moving slowly, many dealers do not 
repair the cars until they are sold. 
In most such cases, cars are stored in 
the open awaiting repair, and the least 
that can happen is aggravated damage. 

Until most steamship companies are 
made to respond for these types of 
claims, the situation will not improve. 
Most steamship companies decline 
to pay small claims because of a pre- 
war legal decision, which in effect 
supported their contention that such 
claims were bound to happen if a car 
was shipped unboxed. 

Mr. Jackson said that his remarks 
applied to all countries and were based 
upon cars of all nationalities. 

Among the companies with liberal 
representation at the meeting were At- 
lantic Mutual, Aetna Casualty, Chubb 
& Son, Commercial Union, Royal- 
Globe, North British, New Zealand, 
Boston, Hartford Fire, Fireman’s 
Fund, North America, Jefferson, Prov- 
idence-Washington, Reliance, Switzer- 
land General, and Travelers. Promi- 
nent executives of marine managing 
organizations also attended. 
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insure a Swiss mountain 
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AeNATIONAL UNDERWRITER 


CPCUs Told: Seek Insurance Perception 


(CONTINUED FROM PAGE 2) 

be applied outside of its legitimate 
scope. “Forcing insurance into a mold 
it does not fit may be disastrous to 
many people and discrediting to the 
insurance industry,” he said. He pro- 
posed a list of 10 sub-questions as a 
means of dividing the research project 
into parts for serious coordinated study 
over an extended period. 

The past decade has been an inter- 
esting if not heartening one, according 
to Eugene F. Gallagher, executive sec- 
retary of the Chicago Board, who des- 
cribed the period as one in which it 
seemed that the business was deter- 
mined “to keep from showing an un- 
derwriting profit.” He said insurance 
is “not intentionally an eleemosynary 
institution,” that the real reason the 
business exists is to realize some profit 
from underwriting, and that people 
who buy insurance stocks do so with 
the idea of getting more than just di- 
vidends from the investment segment 
of the business. 

Mr. Gallagher told his listeners that 
they were entering a challenging pe- 


riod, and he predicted they would see 
more deviations in fire rates, more 
competition for personal fire lines, 
more installment premium plans, more 





Robert O. Young 


Price M. McCulley 


direct billing, more large deductible 
fire contracts, more reluctance to 
write small policies which produce a 
loss even though no claim is ever pre- 
sented, and more mergers of fire and 
casualty companies and of life com- 
panies with fire, casualty companies. 
He predicted also that there would be 
continuous policies in the simple mass 
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market personal and automobile lines, 
a curtailment of flat cancellations, co- 
insurance principle applied to the 
dwelling business, small deductibles 
applicable to all perils of the fire pol- 
icy, and increasing encroachment on 
insurance by federal and state govern- 
ments. 

He suggested that agents give care- 
ful consideration to the number of 
companies they represent. “Having in 
your office any more companies than 
you actually need is expensive and 
serves no purpose,” he said. 

Agents themselves might contem- 
plate merging. If the trend towards 
reduced cost of operation gains im- 
petus, an agency will need more vol- 
ume at less overhead, and this will 
result in fewer but larger agencies. 
The smaller, personal lines agent may 
find survival difficult, he said. 


Might Help Commission Reform 


He suggested that CPCUs might be 
able to do something about commis- 
sion reform. “For years,” he declared, 
“companies have used commissions to 
‘buy’ business which they consider 
preferred. As a result there is today 
but little relation between rate of 
commission and amount of service per- 
formed by the agent.” He wondered 
if consideration should be given to how 
much ability the agent has to proceed 
without too much service from the 
field man, how accurately he performs 
his duties, how promptly he pays bal- 
ances, the class of business he pro- 
duces, his yearly writings, and the 
average premium per policy he pro- 
duces. “Do you not agree that not all 
agents are worth the same relative 
amount of remuneration on a percent- 
age basis?” he asked. 

Edgar E. Isaacs, vice-president At- 
lantic Mutual, declared the present ar- 
rangement for handling undesirable 
automobile risks to be highly unsatis- 
factory to most insurers. Concurrent- 
ly, it is a breeder of great ill-will in 
the minds of the insuring public, he 
said. 

Most motorists forced into the as- 
signed risk plan regard it as a personal 
stigma, and “it seems probable that 
the animosity engendered in their 
minds may manifest itself in many 
diverse ways against insurance com- 
panies.” Mr. Isaacs discussed various 
proposals for remedying the ills of the 
assigned risk plan, and he recommend- 
ed that “an industrywide underwriting 
pool offers the surest and most eco- 
nomical solution.” 


Debate Merit Rating 


Automobile merit rating was debated 
by Robert A. Nelson, National Auto- 
mobile Underwriters Assn., who took 
the affirmative, and Robb B. Kelley, 
secretary Employers Mutual Casualty. 
Comprehensive liability was examined 
by a panel consisting of Gilbert L. 
Bean, Liberty Mutual; William T. 
Deeks, Aetna Casualty; and W. Howard 
Clem, Schlumberger Well Surveying 
Corp. Reinsurance was discussed by 
Norman Roop of Booth, Potter, Seal 
& Co., Philadelphia, and Lee Beets, 
Consolidated Underwriters, Kansas 
City, spoke on data processing. 

New officers of the society other 
than Mr. McCulley are William R. 
Kersten, Van Schaack & Co., Denver, 
and Donald C. Brain, W. B. Johnson 
& Co., Kansas City, vice-presidents; 
A. Hawthorne Criddle, Ostheimer- 
Walsh, Philadelphia, secretary, and 
Norman E. Roop, Booth Potter, Seal & 
Co., Philadelphia, treasurer. 

Regional directors elected are: John 
Adam Jr., Wooster Mutual Fire, north- 
east; Sanford Lederer, Stewart-Kea- 
tor, Kessberger & Lederer, Chicago, 
north central; William E. Booth, Cher- 
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okee, southeast; Carl H. Hunt, Dallas } 
agent, south central; and Roy A. Wes- 
tran, Kaiser Aluminum, Oakland, wes- ' 
tern. ‘ 

The new president entered the 
business in 1930 and organized his own 
adjusting firm in 1949. He became a 
CPCU in 1946 and has headed ihe 
Dallas and New Orleans chapters of 
CPCU, Dallas Claims Men Assn. and 
Independent Insurance Adjusters of ! 
Louisiana. He appears in Who’s Who 
in the South and Southwest and the 
international edition of Who’s Who in 
Commerce and Industry. | 

Awards for distributing the new ! 
quarterly CPCU journal, Annals, were 
presented to the Virginia chapter and 
to J. Wesley Coms, Western Actu- 
arial Bureau. 


—— 


American Home Fills 
N. Y. Office Posts 


American Home has named Joseph 
P. Finnegan superintendent of the ad- 
ministrative department, Myles F, 
Driscoll manager of the systems and 
procedures division, and Donald E. 
Johnson assistant manager of the of- 
fices’ services division at New York. 

Mr. Finnegan went with the com- 
pany in 1957 as manager of the of- 
fices services division. Mr. Driscoll 
was a statistician and risk history 
supervisor before being promoted to 
systems analyst in 1959. Mr. Johnson 
was previously purchasing agent of 
Merchants Fire of New York. 


Chicago Claim Assn. 
Hears Three Speakers 
On HIC’s Functions 


Health Insurance Council was given 
the spotlight as Chicago Claim Assn. 
held its first meeting of the new sea- 
son. 

Moving back into the Midland 
Hotel’s Adams Room after a year else- 
where, the association met for the first 
time under the jovial leadership of 
President Harry W. Hoffman, United 
of Chicago, and prospects for an in- 
teresting season seemed assured as 
Bernard Klemm, Continental Casualty, 
outlined among a tentative list of sub- 
jects to be covered a discussion on 
group, the psychology of handling 
claimants, a report on the forthcoming 
International Claim Assn. meeting, 
and recent books on various topics of 
interest. | 

Other new officers are C. M. Karol, 
Washington National, vice-president; 
William J. Hechler, Provident Life & 
Accident, secretary, and Robert Mack, 
Federal Life of Chicago, treasurer. 

Wade Davenport, assistant regional 
vice-president New York Life and 
chairman Illinois state subcommittee 
HIC, described the origin, composition 
and development of HIC. Charles Rob- 
inson, district medical consultant 
Travelers and chairman medical rela- 
itons subcommittee HIC, spoke of 
what he termed the “worlds apart 
situation” of the fields of medicine and 
insurance and how HIC strives to 
bridge these two worlds. Theodore 
Randich, supervising adjuster Travel- 
ers and chairman hospital relations 
subcommittee HIC, outlined the steps 
being taken to improve relations be- 
tween hospitals and the insurance in- 
dustry. 

Incidentally, the meeting produced 
the first irrelevancy of the new sea- 
son—a motion that speakers hence- , 
forth discontinue the use of “claims 
men” and refer instead to “claims 
people” since women also are work- 
ing in the business. Not surprisingly, 
this suggestion was made by a wom- 
an. 
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Hawkins Sees More Competition, 


Regulation From 


WHITE FACE, N. Y.—Government 
“claims” on the insurance business, in 
the form of further competition and 
intervention in the regulatory field, 
will remain very much a live issue in 
the foreseeable future, Paul M. Haw- 
kins, Washington counsel of Health 
Insurance Assn. told the annual meet- 
ing of International Claim Assn. here. 

Mr. Hawkins, describing federal 
competitive activities and the growing 
government interest in the regulatory 
area said the “competition by the fed- 
eral government can be the most de- 
structive and devastating ‘claim’ that 
can be imposed” upon the insurance 
business. 

“Tt would provide a competitor with 
compulsory tax dollars for payment of 
‘premiums,’ operational expenses, and 
payment of claims. It is competition 
that the private voluntary system of 
insurance could not hope to meet,” he 
said. 


National Legislative Trends 


Mr. Hawkins presented a summary 
of national legislative developments in 
the competitive area, beginning with 
the introduction of the Wagner-Mur- 
ray-Dingell bill in 1945. He called at- 
tention to the introduction of the 
Forand medical care financing bill in 
1952 and its subsequent reintroduction 
in later Congresses. It was defeated 
this year in the ways and means com- 
mittee of the House and in the Senate 
finance committee, he noted. 

Similar to the Forand bill, the 
speaker commented, were the Ander- 
son amendments to the social security 
bill which was before Congress this 
year. The amendments were defeated 
on the Senate floor. Also defeated, 
Mr. Hawkins said, was the proposal 
offered by the Eisenhower Administra- 
tion, which would have provided even 
broader medical care coverage than the 
Forand-type measure. 

“The Social Security bill which 
finally passed,’ Mr. Hawkins contin- 
ued, “included an amendment to title 
I of the social security act providing 
$12 a month more over the existing 
$65 in federal-state maximum public 
assistance funds, earmarked for medi- 
cal care, for each of the 2.4 million 
persons now receiving old-age assist- 
ance under the social security system. 

“The federal share will range from 
50% to 80% depending upon the per 
capita income of the state. In addition, 
matching funds are provided in the 
same percentage ratio to the states for 
a new program of medical care for all 
persons 65 years of age or over whose 
income and resources, taking into ac- 
count his other living requirements as 
determined by the state, are insuffici- 
ent to meet the cost of his medical 
services. 


Bill Signed 


“Each state is allowed to set up its 
own program providing any or all of a 
large number of medical benefits out- 
lined in the law. State administration 
is provided. First year cost is esti- 
mated at $200-million federal contri- 
bution and $63-million state contribu- 
tion. It is estimated that between one- 
half and one million persons will 
benefit the first year. The bill was 
signed by the President.” 

Only a preliminary engagement was 
won this year by opponents of a non- 
voluntary health care aid program of 
the Forand type, Mr. Hawkins told the 
claims group. He called attention to 
the planks of the Democratic and 


Government 


Republican parties on this subject, 
“which differ only as to method,” he 
said. 

Helping to keep alive the issue of 
health care for the aged, Mr. Hawkins 
observed, is the White House Confer- 
ence on Aging, to be held in Washing- 
ton, D.C., next January. 


Competition Threat Still Live 


Concerning the conference, he said, 
“There is little doubt that the pro- 
ponents of a compulsory system via 
the social security route will be pro- 
moting their philosophy. Thus the 
competitive ‘claim’ against the A&S 
business is a live one and one which 
we will be facing for some time to 
come.” 

In the field of regulation, Mr. Haw- 
kins told the claims group, the federal 
government has attempted to press a 
second “claim” on the health insur- 
ance business. He reviewed briefly the 
challenge to state regulation resulting 
from the Federal Trade Commission 
investigation of A&S insurance ad- 
vertising in 1953. 

The speaker summarized the move- 
ment of Congress “into the area of 
potential regulation of insurance 
through an investigating committee,” 
referring to the investigation of some 
aspects of insurance by the anti-trust 
subcommittee of the Senate judiciary 
committee. 


Report Filed 


The subcommittee, after holding 
hearings on aviation insurance, ocean 
marine, and the study of state insur- 
ance department operations, filed its 
report last June. 

Mr. Hawkins said that a major part 
of that report embodied a critique of 
state insurance departments. The sub- 
committee felt that states have not 
dealt effectively with insurance com- 
pany mergers and that there has been 
a laxity in supervision of state actions 
to enforce statutes covering restraint 
of trade, monopoly, and unfair trade 
practices. 

In an evaluation of the significance 
of the subcommittee report, Mr. Haw- 
kins said, “The importance of these 
recommendations and criticisms of 
state regulation is to me an indication 
of the basis upon which those in Con- 
gress and the federal government 
generally would move as an excuse 
for the federal government to invade 
the regulation of insurance by the 
states. 


Government Ready To Step In 


“An interpretation of these recom- 
mendations could lead one to the con- 
clusion that if the states did not fol- 
low these recommendations the federal 
government was ready to step in. As 
an indication of this attitude, the last 
sentence of the report is significant. It 
states, ‘It remains to be seen how long 
such a regulatory structure can stand 
without substantial improvement in 
substance and administration.’ 

“On the other hand, in commenting 
for the minority of the subcommittee, 
Sen. Alexander Wiley of Wisconsin 
criticized the majority report for its 
alleged efforts to prove a preconceived 
notion as to the superiority of federal- 
over-state insurance controls. The 
senator does suggest, however, that 
the states will do well to pay heed to 
the suggestions of the majority for 
improvements in the state regulatory 
machinery, to make certain that the 
states are permitted to continue in the 
effective discharge of their duties.” 
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Kans. Mutual Agents 
Hold Convention 


L. H. Brown President, 
Two V-Ps Named, 1752 
Club Elects Officers 


By BERNARD P. McMACKIN Jr. 


KANSAS CITY, KAN.—L. H. 
Brown, the new president of Kansas 
Assn. of Mutual Insurance Agents, 
will have an enlarged official family, 
with two vice-presidents replacing 
him. Elected 1st vice-president at the 
association’s convention here was 
James R. Oliver, Topeka. Charles P. 
Ward, Wichita, was elected. to the 
newly created post of 2nd vice-presi- 
dent. Frank Welsh and his wife, 
Mrs. Marlys Welsh, Wichita, will con- 
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tinue to serve the association as secre- 
tary and assistant secretary. 

The Kansas City meeting, which 
also included the convention of the 
Kansas 1752 Club, featured John Key- 
ser, Kalamazoo, president of the na- 
tional association; E. B. Collett, presi- 
dent of Millers Mutual Fire of Fort 
Worth and chairman of the insurance 
committee of the U. S. Chamber of 
Commerce; H. E. Bayley, manager of 
the casualty department of Universal 
Adjustment & Inspection Co.; George 
D. Haskell, staff economist and direc- 
tor of education American Mutual In- 
surance Alliance, and Bernard P. Mc- 
Mackin Jr., associate editor of the 
Fire, Casualty & Surety Bulletins. 

Mr. Collett said the background of 
the Congressional investigation of in- 
surance—by retiring Sen. O’Mahoney’s 
anti-trust and monopoly subcommittee 
of the Senate judiciary committee— 
makes one wonder why it was even 
started. “There has been no failure of 
any major insurance company,” he 
said. There has been no lack of com- 
petition from direct writers and inde- 
pendent operators of many _ kinds. 
There have been no unusually large 
profits and there has been no charge 
that rates have been too high or the 
public has been bilked in any respect. 

Nevertheless, according to Mr. Col- 
lett, Congress will take this up again 
next year and changes in the McCar- 
ran act are possible, even though “we 
doubt that any serious shortcomings” 
in regulation by the states will cause 
Congress to make changes. If so, 
however, “we would have federal reg- 
ulation of insurance rating in some 
form or another.” 

Mr. Bayley provided a catalogue of 
suggestions for agents who want their 
claims handled smoothly and well. 
Starting with a plea that coverages be 
sold intelligently, he stressed the need 
for prompt action in claim reporting, 
since “claim-minded members of the 
public waste no time about getting an 
attorney.” The “luxury” of this “mid- 
dleman” Mr. Bayley feels should be 
cut out in a great majority of cases, 
since companies are interested in 
equitable settlements. Lawyers are 
needed only where there is genuine 
dispuet and a denial of payment. 

Mr. Bayley expressed concern about 
the practice of some producers who re- 
fer all claims, “large or small, covered 
or not.” If the agent knows there is no 
cover, he said, he should not duck the 
issue. This has a poor effect on the 
insured’s attitude once the adjuster 
comes out and denies payment. Mr. 
Bayley believes this hurts the agent 
too. 

Some don’ts concerning request of 
adjusters: Don’t ask adjuster to collect 
damages for the insured; don’t push 
for a particular repair shop simply be- 
cause that shop will provide the in- 
sured with a “loaner.’”’ Garages have to 
get $15 to $20 more per day to provide 
cars for loan uses; this is bound to 
turn up in their charges one way or 
another. 

On the other side of the adjuster- 
agency relationship, Mr. Bayley be- 
lieves the adjuster should keep the 
agent informed of the status of each 
case. On first party claims, in partic- 
ular, the agent is vitally interested, he 
said. 

Suggestions for answering objec- 
tions to mutual insurance were given 
by Mr. Haskell. He spoke of mutual 
insurance as “tested in the crucible of 
time—having survival value.” He also 
cited the efficiency of mutual manage- 
ment and the consistently low ex- 
pense ratios of mutual companies, cou- 
pled with generally low loss ratios. 
Mr. Haskell described mutual compa- 
nies as pioneers in loss and accident 


Kentucky Mutual Agents 
Elect Bowman President; 
McMackin, Dauer Speak 


CINCINNATI—Kentucky Assn. of 
Mutual Insurance Agents, meeting here 
on ground ceded for convention pur- 
poses to Kentucky by Ohio Gov. Mi- 
chael V. DiSalle, elected Walter Bow- 
man, Covington, to the presidency, 
succeeding Shearle J. Hicks, Cyn- 
thiana. 

Harold Major, Shelbyville, was 
named the new Ist vice-president. 
John B. Spalding, Owensboro, and 
James P. Bullock, Louisville, remain 
vice-presidents. 

The Kentucky association met last 
year in Tennessee in a joint meeting 
with the Tennessee agents, so when 
the group convenes in Louisville next 
year it will return to “home base” for 
the first time in three years. 

The program was confined to morn- 
ing sessions—the afternoon sessions be- 
ing devoted to the Latonia race track 
and local golf courses—and drew 
some 80 registrants. 

Bernard P. McMackin Jr. and Rob- 
ert C. Dauer, both of the National Un- 
derwriter Co., discussed current de- 
velopments in homeowners and auto- 
mobile policies. William Stringfellow, 
acting general manager of National 
Assn. of Mutual Insurance Agents, 
outlined plans for the coming year. 

Ralph Vonderschmidt, Walton, and 
Donald Lambertus, Louisville, became 


directors, replacing Milburn Stone, 
Louisville, and Harry Beckmeyer, 
Newport. 





prevention, stressing that the benefits 
of such efforts accrue to the policy- 
Holders. Mutual insurance is safe in- 
surance, he said; mutual management 
serves no other interests than those 
of the policyholder and net cost com- 
parisons favor the mutuals. 

Mr. McMackin said many producers 
have concentrated heavily on the per- 
sonal lines in the past 10 years, not 
only because of developments in pri- 
vate passenger auto, but also because 
of the success of the homeowners idea. 
With automation so widespread in au- 
to lines and now being experimented 
with in the homeowners field, Mr. 
McMackin believes many producers 
would be well advised to open per- 
sonal lines department, perhaps seiz- 
ing upon this as the much hoped for 
opportunity to bring young blood into 
the agency. Then, veteran producers 
should turn to diversification, look- 
ing to serve more broadly the insur- 
ance needs of the community—not just 
the personal coverages—as they did 
prior to the introduction of homeown- 
ers. 


Sullivan On Program 


Also featured on the program was 
Frank Sullivan, Kansas_ insurance 
commissioner, who is running for re- 
election in November. 

The new president of the Kansas as- 
sociation, who succeeds Leslie A. 
Oberhelman, Topeka, has been in the 
business since World War II. He be- 
came a partner in the Hiebert Ins. Co., 
a Wichita agency, in 1959. 

Donald W. Jensen, Elinwood, and 
Curtis M. Rhoades, Emporia, were 
elected to the board of directors, re- 
placing Otto Lehmann, Linconville, 
and Mr. Ward. 

The new president of the 1752 
Club is Gale Eales, Nebraska Hard- 
ware Mutual. He succeeds Wayne C. 
Jacka, Wheat Growers Mutual Hail. 
Robert E. Honeyman, Grain Dealers 
Mutual, moved up from secretary to 
vice-president and the new secretary 
is James L. Crider, Kansas Mutual. 
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Ohio Holds Hearing On 
Columbus Blue Cross 


Rate Increase Requesi 


The Ohio department has held a 
hearing on the application of Central 
Hospital Service Assn. (Columbus 
Blue Cross) for rate increases of some 
$2.5 million a year, covering subscrib- 
ers in 29 central Ohio counties. Super- 
intendent Stowell said the new rates 
would amount to an approximate in- 
crease of 22.6%. The Ohio department 
authorized an over-all increase of 
11.5% in rates in July, 1958. 

In other Ohio Blue Cross news, 
Franklin County common pleas court 
at Columbus issued a temporary order 
granting Hospital Care Corp. of South- 
western Ohio a 19.5% boost for its 
rates in 15 counties. The increase was 
the same as the Ohio department said 
previously it would approve, but the 
corporation had sought an increase of 
28%. Superintendent Stowell noted 
that the lesser increase will amount 
to $15 million while the 28% hike 
would mean $20 million more. The 
corporation also is appealing the denial 
of its new fees. 

Zurich’s Phoenix, Ariz., branch of- 
fice has moved to new, larger quar- 
ters at 116 South Central Avenue. 
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Mutual Companies 
“Meet At Seattle, 
James New President 


SEATTLE—W. T. James Jr. was 
!elected president of National Assn. of 
Mutual Insurance Companies at the 
| aoane general session of the 64th 
annual convention here last week. Mr. 
James is secretary-manager of North- 
‘ern Neck Mutual Fire Association of Ir- 
| vington, Va. Gary H. Kamper, Badger 
)Mutual, who had been president-elect 
and would have become president this 
year, was forced to resign because of 
ill health. 

Other officers elected were: Ralph 
H. Bennett, Ventura County (Cal.) 
Mutual Fire, president-elect; and Les- 
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| 


ea 
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THE OLY 
WESTERN 


W. T. James Jr., Northern Neck 
Mutual Fire Assn. of Virginia, ad- 
dressing the annual meeting of Na- 
tional Assn. of Mutural Insurance 
Companies at Seattle. He is the newly 
elected president of NAMIC. 


ter T. Jones, Town Mutual Dwell- 
ing, Des Moines, vice-president. There 
was still another change as I. G. Salt- 
marsh, Indiana Lumbermens Mutual, 
treasurer of the national association 
since 1940, voluntarily withdrew his 
name from the slate of officers, and 
G. E. Beall, Indiana Lumbermens, was 
chosen for the post. Harry P. Cooper 
Jr., Indianapolis, was renamed secre- 
tary. 

All five of the conference sections 
within the framework of the associa- 
tion also elected new officers. These 
‘were: 

Conference of Mutual Casualty 
Companies—E. L. Brandt, Auto-Own- 
ers, president; Robert Doucette, Mil- 
waukee Auto, vice-president; and Car- 
ter Grinstead, Beacon Mutual Indem- 
nity, executive secretary (reelected). 





Crop-Hail Conference—Glenn Wis- 
tey, Farm Bureau Mutual, Des Moines, 
chairman; Darrell K. Seltsam, Farm- 
ers Hail, Columbia, Mo., vice-chair- 
man. 

Farm Fire Conference—Chairman, 
Richard C. Bloom, Orleans County 
(N.Y.) Farmers Mutual; vice-chair- 
man, Ezra W. Harris, Briar Creek 
(Pa.) Farmers Mutual. 

Farm Windstorm—D. J. Robideau, 
North Dakota Farmers Mutual Tor- 
nado & Cyclone, chairman; Harold E. 
Frantz, Buckeye State Mutual, vice- 
chairman. 








Fire & Allied Lines Conference 


HieNATIONAL UNDERWRITER 


(new name of City Fire Conference)— 
Howard M. Cullimore, Snake River 
Mutual, Boise, Ida., chairman; John D. 
Cox Jr., Berkshire Mutual Fire, vice- 
chairman. 


Milwaukee Agents Elect 
Robert Clayton President 
At 97th Convention 


Robert T. Clayton was elected pres- 
ident of Milwaukee Assn. of Insurance 
Agents at its 97th annual convention. 
He succeeds Wayne C. Reisman. 

Other new officers are Richard C. 
Burdick, vice-president, and Robert 
M. Freer, secretary-treasurer. 

The title of Miss Wisconsin Road 
Aid was awarded to Miss Dolores Paul, 
Milwaukee. 


Fire Retarding Wood 
Resists Heat 30% Longer, 


Chicago Engineers Hear 

Fire retarding wood was described 
and demonstrated by Ralph H. Besch- 
er, assistant to the vice-president and 
general manager of Koppers Co., 
Pittsburgh, at the September meeting 
of Chicago chapter of Society of Fire 
Protection Engineers. 

The process of treating the wood, 
most commonly pine and Douglas fir, 
involves impregnating it with chemi- 
cals, saturating it and then drying it 
out. The treatment is permanent in 
that there is no evaporation o fchem- 
icals. However, fire retarding wood is 
recommended for interior construction 
only, since weathering may eventually 
affect its performance, Mr. Bescher 
explained. 


Resists Fire 30% Longer 


He said treated wood will resist fire 
30% longer, and as an incidental val- 
ue, acts as a preservative against de- 
cay and termites. The government and 
self-insurers comprise the largest 
market for this product. 

Treated wood, he said, can be iden- 
tified by the Underwriters’ Laborato- 
ries label on every board or by an am- 
monia smell when dipped into a so- 
dium hydroxide solution. 


Insurers Wary | Of Risk In 


Russian Premier's Visit 


The insurance business became in- 
volved in the visit to New York of 
Nikita Khrushchev of Russia when 
the Moore-McCormack Lines had dif- 
ficulty getting insurers to furnish $2 
million liability on pier 73 where the 
Baltika was to dock. The dilapidated 
pier had been refurbished for use by 
the Russian premier’s ship but insur- 
ers were wary of the risk because of 
the danger from demonstrations. 

The matter was finally settled when 
insurers were found that would write 
the $2 million but with A $100,000 
deductible. 


Cathcart Alaska President 


Alaska Assn. of Insurance Agents 
at its annual meeting elected Wal- 
lace Cathcart Jr., Fairbanks, president. 
Other new officers are: Car] H. Porter, 
Ketchikan, vice-president; Miss Grace 
Butrovich, Fairbanks, secretary, and 
Robert Pfeifer, Spenard, treasurer. 
Curtis Shattuck of Juneau was elect- 
ed state director. 


Dental Plan In Oregon 

Dental Service Inc. has been orga- 
nized at Portland, Ore. It will sell fam- 
ily memberships ranging from $50 to 
$75 a year which will entitle those 
covered to dental services at discount- 
ed rates from participating dentists. 
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Roy L. Davis Dies At Chicago 


(CONTINUED FROM PAGE 2) 

Mr. Davis was chairman of the Insur- 
ance Group of Union League Club of 
Chicago. He was the obvious choice 
for this position; he had the friendship 
and respect of the cross section of the 
business in this loose organization, and 
he would work. 

Before the industry set up a reason- 
ably effective line of communications 
in the midwest states, Mr. Davis used 
to attend the meetings of the agents’ 
associations as well as the legislative 
sessions. He kept abreast of the doings 
of the agents and the company people 
and for a long time was the principal 
liaison between the agents and their 
eastern companies. 

Mr. Davis was in Wesley Memorial 
Hospital. He had been confined for 


about two weeks. He was a brother-in- 
law of Frank Durham of the W. W. 
Durham & Co. agency of Chicago. 

In his early days, Mr. Davis was with 
Continental Assurance and Union Cen- 
tral Life. He was a Ph.D., and did 
some agency work in the life business 
with which he combined a good deal 
of educational effort. Then he was ap- 
pointed by the governor to the post 
of assistant director of insurance of II- 
linois. 

Mr. Davis was a conscientious, ef- 
fective worker. He got the job done 
for the business. 

Consumer Mutual has been organ- 
ized at Jackson, Mich., to write dis- 
ability, auto and mobile home cover- 
age. 
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a 
No Ordinary 


Opportunity, This 


FIELD CLAIM 
SUPERINTENDENTS 


are needed by one of the nation's 
fastest-growing fire insurance com- 
panies. 


Five years experience or more in 
handling fire and allied lines, is a 
requisite. Applicants should be from 
30 to 40 years of age. A college or 
law degree would be a great asset— 
but is not a necessity. 


Should be willing to relocate and 
available for employment soon. Sal- 
ary open to right men. 

Send your resume and a small 
photo to T-72, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 





SALES REPRESENTATIVE 


Aviation specialty company needs aggres- 
sive producer to service and further develop 
aviation lines in Mid-West United States 
area. Current pilot's license required. Avia- 
tion insurance and/or casualty insurance 
experience essential. Attractive income 
proposition for right man. Submit detailed 
resume to Box T-64, National Underwriter, 


175 W. Jackson Blvd., Chicago 4, Illinois. 








AGENCY FIRE ENGINEER 


Excellent opportunity with one of Mid- 
west's largest agencies in expanding En- 
gineering Dept. Fire Protection degree or 
Rating Bureau Experience required. Start- 
ing annual salary $7,000. Give full resume 
in reply to Box T-77, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








EXPERIENCED HOME OFFICE 
CASUALTY UNDERWRITER 


Prefer man with long haul truck and similar 
experience. Aviation background desirable. 
Excellent opportunity for right man with grow- 
ing aviation specialty company. Salary open. 
Submit resume. Box T-57, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








FIELD TRAINEE 


A leading Multiple Line Mutual Company will- 
ing to train young man for the ''Field."" Work 
out of Chicago Office, servicing agents in three 
counties. Send resume of qualifications and sal- 
ary to Box T-62, National Underwriter, 175 W. 
Jackson Blivd., Chicago 4, Illinois. 








MUTUAL AGENTS 
Like to be the Agent in your City with best 
opportunity contacting NEWCOMERS? Also 
chance to profit on lost customers moving away. 
For enrollment particulars write: Prospect-a- 
matic Clearing House, 422 Thompson 
Bidg., Tulsa 3, Oklahoma. 





SPECIAL AGENT 
Want to join dynamic organization as 
Special Agent? Young, aggressive Kentucky 
native to base in Louisville. Min. 2 yrs. 
multiple line field exp. Write: W. R. Crider, 
Celina Insurance Group, 315 South Main 
St., Celina, Ohio. 








Small Midwestern automobile and casualty in- 
surance company desires to effect a merger or 
purchase of small companies on a stock ex- 
change basis. Inquiries will be held in strict 
confidence. No insurance consultants involved. 
Let's strengthen our companies by joining forces. 
Box T-70, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








SPECIAL AGENT 


An excellent opportunity exists for capable and 
experienced multiple line special agent in Cen- 
tral Illinois. Inquire in person or by mail to: 
Agency Vice President, INDIANA INSURANCE 
COMPANY, 115 N. Pennsylvania St., Indian- 
apolis, Indiana. 








SOUND 
WELL ESTABLISHED 
LIFE COMPANY 


Available equitable basis on account owner's 
age. Nearly 10 million in force, a million in 
assets. Net income over $75,000. Ideal multiple 
line operation. Box T-75, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 


CASUALTY CLAIMS ADJUSTER 
Competent automobile claims adjuster 
wanted for this Chicago progressive stock 
insurance company. Ideal opportunity for 
right man. Salary open. Write Box T-76, 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








INTERESTED IN PURCHASING SMALL 
FIRE & CASUALTY COMPANY. ADE- 
QUATE CAPITAL AVAILABLE. CONTACT: 
IVAN BRENDLER 
1424 “K”’ ST., N.W. 
WASHINGTON 5, D.C. 








AVAILABLE—-CASUALTY- 
SURETY CLAIMS SUPERVISOR 


Attorney-Engineer. 12 year HO full charge 
SURETY CLAIMS. Nationwide construction super- 
vision, contract audits, surveys, salvage. Extensive 
HO & field CASUALTY, FIRE, MISC. CLAIMS. 
SURETY UNDERWRITING, agency supervision, 
company management. Employer liquidating. Write 
Box T-78, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Il. 
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Editorial Comment 


News Is News When It's New 


The insurance business in times 
past has made too little noise about 
the losses it pays to the public. When 
it does face the big, sudden, demand 
for news from the wire services, 
daily press, and other media, it finds 
the demand is for information before 
it is available in a form palatable to 
the business intramurally—that is sol- 
id, irrefutable, supportable, factual 
statistics. This year, however, the 
stock insurers had available and ready 
a facility for supplying news of the 
business to the press, the Insurance 
Information Institute. 

But the press wanted information 
on the extent of the losses before Hur- 
ricane Donna blew out to sea. This is 
almost impossible to do. Yet, III, rec- 
ognizing the urgency of the situation, 
produced some informed estimates in 
time to make the morning dailies two 
days after the storm struck New 
York. 

The value, really the necessity, of 
speed, is illustrated by two headlines 
in one of the most influential of 
daily newspapers in a metropolitan 
area where that newspaper and others 
have tended to give a rather sour vis- 
age to the image of insurance because 
of the automobile. One New York 
newspaper headline on Tuesday morn- 
ing was: “Hurricane Loss Often Unin- 
sured; ‘Extended Coverage’ Seldom 
Applies to Damage to Property by 
Storm.” The story then proceeded to 
tell how many kinds of losses are cov- 
ered, by extended coverage (except 
for water under certain circumstanc- 
es), and other forms. But on Wednes- 
day morning the headline was: “Hur- 
ricane Insurance Losses Heading for 
11 Year High.” 

The swing between the two head- 
lines represents the difference be- 
tween public relations and public rela- 
tions in reverse, and the difference 
was produced by the speed with 
which III was able to produce, with 
considerable effort (and the coopera- 
tion of informed adjusters), an in- 
formed estimate. There were several 
estimates, one for $100 million exclud- 
ing automobiles and marine losses, 
$135 million including automobile but 
excluding marine, and $151.5 million 


including EC and automobile and 
making an allowance for marine loss- 
es, wet, inland and pleasure boats, 
which appear to be fairly heavy. 
Whether one of these estimates is 
overstated or understated by 20% is 
not significant so far as the public is 
concerned. The important thing is that 
the public press, less than two days 
after the hurricane blew into the Mari- 
time Provinces, had a figure of $135 
million to show that the insurers were 
ready to pay for the losses for which 
they had taken premiums. 

It may take 12 to 15 months before 
the score on Hurricane Donna is fi- 
nally entered in the statistical history 
books. By that time, the general pub- 
lic, buffeted by other storms and other 
news, will have a hard time remem- 
bering the name of the witch. In the 
meantime, this time, the public found 
out, while it was almost universally 
agog to learn anything about the 
storm, that the insurance companies 
were going to pay out a very sub- 
stantial sum of money to offset the ef- 
fects of Hurricane Donna.—K.O.F. 





Personals 


Mr. and Mrs. Paul E. Buehler and 
Mr. and Mrs. Carl F. Browne are on a 
two-month vacation in Europe. Mr. 
Buehler is president of Beacon Mu- 
tual Indemnity of Columbus and Mr. 
Browne is secretary. They will travel 
in England, Holland, Belgium, Ger- 
many, Switzerland, Italy and France. 


J. W. Middendorf III, the insurance 
stock specialist of Wood, Struthers & 
Co., New York stock exchange firm, is 
chairman of the Greenwich, Conn., 
townwide fund raising drive of the 
Republican party there. 


Frank W. Boyle, president of Amer- 
ican Employers and deputy U. S. man- 
ager of Employers Liability, and Leon 
R. Oliver, vice-president and assistant 
deputy manager of those companies, 
were on the American Airlines Electra 
plane that turned over and burned at 
LaGuardia Airport, New York, last 
week. They were uninjured and con- 
tinued on their journeys—Mr. Boyle 


to the executive committee meeting 
of Inter-Regional Insurance Conference 
of which he is chairman, and Mr. Oli- 
ver to a meeting of the public rela- 
tions committee of National Board, of 
which he is a member. 


One of those at the head table at 
the annual meeting in Chicago last 
week of Federal Bar Assn. was Sam- 
uel Levin, senior partner of Levin, 
Upton & Glink. Mr. Levin represented 
the bar of the Seventh Federal Cir- 
cuit, of which he is president. He is a 
well-known and popular figure in 
Chicago insurance circles. 


Deaths 


W. WALTON VOCHT, 63, with 
Marsh & McLennan at Minneapolis for 
43 years, died there. He began in in- 
surance at the age of 15, joined M.&M. 
in 1917, and was named a vice-presi- 
dent in 1939. For the past 25 years he 
had directed all fire and property bus- 
iness at Minneapolis, and in point 
of service was, at the time of his 
death, the oldest active employe. 


JOHN J. FITZPATRICK, 73, Bridge- 
port, Conn., agent, died there after a 
long illness. He was a former Demo- 
cratic town chairman in Fairfield, 
served as clerk of the state senate, 
chairman of the state liquor control 
commission and collector of internal 
revenue for Connecticut. 


GEORGE H. HARRISON, local 
agent at Royal Oak, Mich., died there. 
In the business 45 years, he had been 
Michigan manager of Western Ad- 
justment for 25 years. He was most 
loyal gander of the Michigan pond of 
Blue Goose in 1935-36. 


JOHN L. RICHARDSON, claims at- 
torney of Financial Indemnity of Los 
Angeles, died of a heart attack. He 
had been with the company since 1957. 


ALLAN S. VOLTZ, 52, statistician 
and assistant secretary of National 
Union, died. He has been with the 
company since 1934. 


HELEN SUGG, senior examiner of 
the Kentucky department, died. She 
had been with the department for 
10 years. 


PRIOLEAU ELLIS, 57, New Orleans 
adjuster, died of a heart attack 
while attending a session of the Mu- 
tual Loss Managers Conference there. 
He went with McBride, Bourne & 
Kennedy, adjusters, in 1925 at New 
Orleans and was with the firm at 
Monroe, La., from 1928 until 1937 
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when he was returned to New Orleans 

as general adjuster of the firm. He 
formed his own adjusting firm in | 
1940. He was a founder of Independ-.» 

ent Adjusters of Louisiana. 


TERRELL H. LEWIS, 68, evaluator 
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Of Ga.C.&S.Charges = 9); 
Paul Temple of Chicago, who has write. 
been indicted by a federal grand jury | The “1 
at Atlanta on a charge of removing $1 
million of the assets of Georgia Casu-| Deve 
alty & Surety, has given out a state-, acquisi 


ment in which he says these charges} Transa 
“are utterly absurd.” He says he is ad-! both it 
vised by his attorney that he will be; similar 
completely vindicated if the mete “team” 
ever comes to trial. effectir 

Mr. Temple charges that an “uncon-} mum o 
scionable” management contract has’ taking 
caused the company to lose more than; resente 
$1 million in the past five years. | of pe 
’ workin 
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Was About To Save Company 


“In an effort to save this company 
from imminent failure,’ Mr. Temple 
says, “merger negotiations were vir- 
tually concluded when it was discov-, of life 
ered that gross misrepresentations} the m 
concerning the financial condition of compa 
the Georgia company had been made 
... thus making the merger impos- 





sible.” He asserts that a sale of the per-| Inters 
sonal stockholdings of the manage-| The 
ment had been arranged which would’ Casual 
leave 800 minority stockholders “hold- from ! 
ing the bag.” The collapse of this pro-, '§ Pay: 
posal, according to Mr. Temple, re-| 7 
cor 


sulted in the filing of “these ridiculous 
charges” to cover up other manipula- total 3 
tions. 
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leans Comments On The Insurance Field 
. He 
a From The Investment Dealer’s Chair 
ENG - vw 
By LEVERING CARTWRIGHT 
uator Cartwright, Valleau & Co., Board of Trade Building, Chicago 
nent, The Donna selloff in fire insurance stocks last week dropped market values in 
after) numerous issues to the extent of three or four times the probable ultimate loss 
from the hurricane. For instance, one company that presently estimates its maxi- 
mum Donna payout at $4 million lost some $16 million in market value on its 
ader- | stock. 
ears,; One of the important advisory services Monday morning voiced the belief 
he 25 | that the ‘‘Donna-induced declines in fire insurance stock prices offer an oppor- 
' tunity for long range investment in these stocks at reasonable prices.” This 
rmer service thinks that $75 million is a high estimate of the insurance loss for Donna. 
ance It was a difficult situation to assess, and before a responsible count could be 
on. *! gotten on Donna, Ethel was tracking ominously towards the Gulf Coast. That 
Chi- Insurance stocks of course sold lower in the bad market Monday, and they 
were a trifle easier Tuesday morning. They sold off less on this account, how- 
—— ever, than they would have had it not been for the earlier Donna sell-off. Buy- 
ing developed and prices firmed Tuesday afternoon. 
caused renewed selling of fire insurance shares Thursday morning, but pressure 
on that account eased later in the day when Ethel diminished in intensity. 
From recent highs to the lows last week attributable to hurricane liquidation 
2 Co, there was a drop in several of the stocks of about 7%. 
1960 Subsequent estimates seem to be considerably less pessimistic than the early 
Asked reports. Most companies now think that they will not have to call on their excess 
p covers. If so, that is a plus factor; for recoveries under excess treaties are costly 
834, in future years. It is akin to a banking transaction, with the reinsured paying off 
45% the loan at a high rate of interest. Loss estimates of several of the most im- 
‘ae portant companies whose stocks are traded are not such as to suggest a total 
334,, loss in the realm of $150 million. It may be that specialty companies, mutuals 


and others will have an unusually high percentage of the total. 
It now appears that perhaps 80% of the loss was in Florida and most of the 


balance in eastern Long Island. Beyond Long Island Donna became much tamer. 
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Wherever possible, the more than 40 
branch and service offices operated by 
the two companies throughout the 
U.S. and Canada will be staffed by 
personnel from each company operat- 
ing as “teams” in the underwriting, 
solicitation and general development 
of all lines which both companies 
write. 


\ The “Team” Concept 


Development of the plan followed 
acquisition of American Surety by 
Transamerica earlier this year. Since 
both it and Pacific National Fire write 
similar lines of fire and casualty, the 
“team” concept was conceived as an 
effective means for attaining maxi- 
mum operational economies, as well as 
taking advantage of the potential rep- 


resented by the experience and ability 
of personnel from both companies 
’ working cooperatively in the field. 
Transamerica is also prominent in 
the life insurance business with its 
wholly-owned subsidiary, Occidental 
Life of California, which, on the basis 
of life in force, ranks 11th largest of 
the more than 1,400 life insurance 
companies in the U.S. and Canada. 


Interstate F.&C. Dividend Raised 

| The dividend of Interstate Fire & 
, Casualty of Chicago has been increased 
from 17% cents to 20 cents a share. It 
is payable semi-annually and the next 
payment will be Oct. 15 to stock of 
record Oct. 1. The 1960 dividend will 
total 37144 cents, a 50% increase over 
What was paid in 1959. 
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Surety Assn. Broadens 
Savings & Loan Bond 


Surety Assn. of America has revised 
and broadened the savings and loan 
blanket bond, standard form No. 22, 
to meet the expanding requirements of 
savings and loan associations. The ef- 
fect of the changes is an over-all ex- 
tension of coverage. All riders for use 
with the form have been revised. 

The basic bond has been changed 
from a loss sustained to a discovery 
basis and the format is now on a dec- 
larations page basis to allow all typ- 
ing to be done on that page. 

Instead of separate insuring clauses 
for collectors of rents and collectors of 
group deposits, this is now covered by 
an amendment to the definition of em- 
ploye to include such collectors. The 
definition of employe, previously in- 
cluded as part of the fidelity insur- 
ing agreement, has been taken out of 
the agreement and inserted as one of 
the conditions and limitations of the 
bond. 

A new clause insuring audit expense 
has been added for an additional pre- 
mium based upon assets of the asso- 
ciation. With this new coverage, audit 
expense is otherwise excluded. 

Riders have been included for con- 
veyances, counterfeit currency, safe 
deposit legal liability, books and rec- 
ords, premises-customer, nuclear ex- 
clusion, and discovery including pro- 
vision of rights after termination. 

A travelers’ check inclusion has 
been added since savings and loan as- 
sociations may now issue such checks. 

As the bond is now on a discovery 
basis, a provision on rights after ter- 
mination is included in the condi- 
tions and limitations. This gives a re- 
ceiver or other liquidator or state or 
federal official certain rights upon 
taking over insured. 

If insured or its receiver or other 
liquidator or state or federal officials, 
upon termination of the bond, obtains 
an additional 12 months discovery and 
insured or its successors obtains oth- 
er insurance, the intent is clarified 
that the additional period of time shall 
terminate forthwith on the effective 
date of the other insurance. 
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Donna crossed up some underwriting theories. For instance, certain companies 
had restricted their risk on the lower east coast of Florida, but had been liberal 
underwriters in the center of the state and around Daytona Beach, which had 
been free from hurricanes in the past. Donna, aside from the Keys, wreaked her 
greatest vengeance on just those supposedly resistant areas. 

No doubt there will be the usual compensation of increased premiums from 
property owners with quickened realization of the windstorm peril. 

There was a sense of regret that the fine recovery year of 1960 had been 
marred in this way. Despite such a setback, it’s always a great source of pride 
to recognize that the insurance industry that has to take such a scolding on so 
many secondary scores is prepared in its ultimate function to deliver the goods 
in full measure and with fortitude whatever the disaster. 

I often think of the contrary possibility in terms of an aftermath of the San 
Francisco earthquake and fire. There was located in Chicago then a company 
with an elite directorate known as Traders Insurance Company. These directors, 
though, decided to throw in the sponge and take the receivership course. My 
father, who was then editor of what is now THE NATIONAL UNDERWRITER, listed 
those directors under the caption “The Traitors.” 

Fortunately the fire insurance business doesn’t run scared like the Traders 
but is made of the stuff of Fireman’s Fund, let us say, that emptied its pockets 
and raised new capital to make good in San Francisco and keep going. 


Word is still awaited from Fidelity «& ULeposit as to what its offer is to be for 
New Amsterdam Casualty. A prominent consideration is said to be the lack of a 
systematic pension plan at New Amsterdam coupled with a relatively high aver- 
age age of personnel. This matter of pension needs to be given serious attention 
in evaluating insurance company stocks. A company with a fully funded plan, 
including past service, may be worth several dollars a share more intrinsically 
than one without such a program. 

Another well managed selitieaiaaie company is now getting into an eastern 
tent. Federal announces a plan to acquire Great Northern Insurance of Minnea- 
polis. This to old timers will be remembered as the Minneapolis Lloyds. This is 
reminiscent of Freeport Insurance going into the Springfield organization, and 
General Casualty of Madison and Hoosier Country associating with Reliance. 
This is to be accompanied by a dividend increase for Federal stockholders, 10% 
in stock with the same cash dividend to be continued on the increased number 
of shares. 


om | es, 

Bankers National Life recently dectales a stock dividend of 742%. This has 
been one of the better performers among the life stocks. It is currently about 22 
bid. 

—Ill— 

Ohio Casualty increased its quarterly dividend by 2 cents from 14 to 16 cents. 
Last year Ohio paid an extra dividend of 8 cents, so in a sense the increased 
quarterly payout is by way of converting the extra to a regular basis. Ohio has 
been able to increase its dividend payment each year for the past several years. 
Westheimer & Co. of Cincinnati put out an analysis of Ohio at June 30. Ohio 
Casualty stock fell off from about 30 earlier in the year to the 24 level under 
pressure of an estate liquidation. 

—lil— 

Another dividend increase was that of Security of New Haven, which de- 
clared 30 cents quarterly as compared with 25 cents, and declared a 3% dividend 
in stock. 


Dominick & Dominick published a study of American Reinsurance, concluding 
that while the stock appears to be adequately priced on a near term basis, over 
the long term it continues to be a sound investment holding. American Re suf- 
fered during the first six months from the deterioration of the surety business, 
there being a 20% loss margin here. However there will be salvage recoveries 
and commissions to reinsured will be adjusted downward. 


The Magazine of Wall Street in its po 27 issue carried an article by Paul 
J. Maynard on “Insurance Stocks as Investments Today.” The author likes both 
the fire-casualty and the life stocks. He refers to competition in fire-casualty 
and says the direct writers are to the agency companies what the discount houses 
are to department stores. Just as the latter are meeting the competition from 
new merchandising methods by modifying their selling practices, so the agency 
insurers are attempting to solve their problems by introducing new types of 
policies and new methods of selling and servicing them. A good case, he says, 
can be made for the conclusion that selected life insurance stocks continue to 
have all the basic attributes of growth stocks. Through steady growth in sales, 
combined with the continuous reinvestment of most of earnings in new business 
and in surplus, the companies are building substantial equities for the owners. 
With the tax adjustment mainly behind them the companies are expected to be 
able to build future growth records on a new basis of strong earning power. 
Both types of companies have gone through trying periods during the war and 
post war years. They now seem to be emerging into a better and more prosperous 
period which should last for several years. 

—lil— 

Colonial Fund during the quarter ended June 30 increased its holdings of 

Fireman’s Fund from 2,500 to 5,000 shares. 
—lill— 

William Blair & Co., Chicago, has brought out a new study of Continental 
Casualty, bringing the story up to June 30, 1960. Mention is made of the 
swapout whereunder 50,000 shares of National Fire were bought from Insurance 
Securities Trust Fund at $141 per share and 20,000 shares of Continental Assur- 
ance were sold to ISTF at $144. Thus Continental Casualty now owns 408,537 
shares of National Fire or about 81.7%. The National Fire stock was carried 
by CC at the June 30 book value of $146 per share. CC now owns 31.4% of the 
shares of Continental Assurance. At June 30 the carrying value of CA was 
$27.25. If the holdings of these two companies were taken at market values and 
consideration were given to a 35% equity in premium reserve, CC book value 
per share would have been $55.84 instead of $37.36. Subsequently the market 
for CA has moved up to about 154 while that for National Fire has dropped to 
about 110 bid. 
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GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 





Home Office: GENERAL REINSURANCE BLDG. 
400 PARK AVENUE, NEW YORK 22, N. Y. 
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